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HERE is a source of misunderstanding that 
the retail merchant himself is responsible 
for in the general wave of price unrest. In 

every city the signs in windows and the advertise- 
ments in newspapers tell of the wonderful bargains 
at $5.90 or $6.90 or $8.90 and usually the accom- 
panying line says, “were $12 or $14 or $16.” Not 
one word on sizes, or broken lines or discontinued 
styles, but just the wide open statement “From our 
regular stock of high grade shoes formerly $10 to 
$20.” 

What else can the public think than, 
what a profit in shoes!’ 

The fact of the matter is too little thinking is 
being done in the merchandising of shoes. Things 
have been coming too easily. It has been no difficult 
task to “‘get any price’ and the incidental cautions 
are thrown to the winds. 

There is not a store in the United States 
clearing merchandise at these figures but what is 
selling shoes under the price at which replacement 
comes in again. Therefore why the necessity of the 
comparative price argument? Any one with feet knows 
that when high grade stores are offering merchandise 
below ten dollars that there is value, great value. 
The price bait needs no super recommendation besides 
the quotation on the ticket. 

If the customer enters and finds the proper size he 
or she can pin on the medal of Good Fortune. Shoes 
at old costs offered to the public at close margins 
on that cost are gifts. Too much salesmanship put 
upon them and the customer begins to wonder ““Am 
I being stuck somewhere and what is wrong)” Sell 
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Make Haste Slowly on Clearances 
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clearance merchandise this year without trumpets for 


- your own good hereafter. 


This coming Spring with shoes at higher levels to 
the public, don’t cut under the ground now by clear- 
ances that give the public the intimation that a long 
margin of profit is taken on your shoes. From the 
present tone of the retail shoe business the country 
over, it is possible to sell shoes at a fair clearance 
price, permitting you to get rid of odds and ends so 
that the next season can be started with fresh 
merchandise. 

There isn’t a merchant in the country but who 
thinks of the task of explaining ahead of him this 
Spring in the selling of goods at prices higher than 
heretofore. The real merchant is building a spirit 
of confidence with the public to permit his getting a 
fair price this Spring. 

There is no question but what the merchants of the 
country are revising their gross profitsdownward. They 
are cutting out the frills in shoe selling and intensi- 
fying on the best methods of merchandising. It is 
through increased turnover that a store can profit 
at a less mark-up per pair. It is the temper of the 
times for the merchant to be most considerate of 
his customer’s pocketbook. 

Already we note an important angle on the French 
last. Perhaps the biggest plunger in the country 
on this style had built 16,000 pairs. The shoes sold 
because they were Broadway novelties. In no other 
city of the country could they have sold so readily 
as in New York. The run of popularity to the Broad- 
way trade was very strong for three months. But 
what is to be done now? That merchant is going to 
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dump the remainder—some 3,000 pairs—by having a 
sharp clearance of them and getting out from under. 
He has gauged the life of the style and knows when 
to stop. 

This should be information enough to the buyers 
the country over not to believe that because a thing 
is new, it has a popular run ahead of it. 

The “Recorder” has advocated a study of vamps 
that are shorter; those running down to 31% inches, 
but has consistently tabooed the French last with its 
characteristic stub toe and high heel. It never can 
be a good fitter and one pair suffices even a Broadway 
chicken. The test of the life of this style is in its 
sharp clearance now. If it had shown real style, it 
would have lasted longer. In relation to the consistent 
stock of a retail shoe store, it had no longer life than 
a puff of smoke from a bad cigar. 

Now balancing the proper method of clearance (and 
actually the only way to clear is to do itthe year round) 
with the sharp method of clearance of the French 
last, and you strike a middle path that teaches. 

Clear standard merchandise wisely and slowly— 

Clear freak merchandise the minute it loses favor. 





Retail Shoe Merchants and 
Tanners 


HOE merchants and tanners are going to work 
together in this year of 1920, and in the years 


to come, too. This is not idle prophecy, based 
on dreams of theorists. It’s the plain hard facts of 
trade. Circumstances to trade compel it. The tanner, 
having leather to sell for shoes, must co-operate with 
the shoe merchant who sells the shoes, and the shoe 
merchant, having to buy shoes of leather, must co- 
operate with the tanner who makes the leather; 
otherwise the machinery of the shoe and leather 
business will run no more smoothly than an auto- 
mobile engine with a broken connecting rod. 

The Allied Style Council has done splendid work 
in getting the tanner and the shoe merchant working 
together in the matter of colors of leather. These 
days we have a few standard colors, instead of 47 
varieties of tans, such aS were common in the days 
of lemon colored leather, which some old timers will 
well remember. Everybody will agree that it has 
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benefited both the tanner and the shoe merchant to 
regulate colors. 

The next step, which is the more important step, 
is the regulation of supplies of hides and skins and 
consumption of leather. It’s a big task. It’s wort! 
while tackling, for, as the solution of it is ap- 
proached, there will be less wild fluctuations in 
the prices of leather and shoes, and, consequently « 
steadier market for both leather and shoes. 

No other leather has gone up as much as has glaze« 
kid. Both scarcity of supply of kidskins and larger 
demand for kid leather have had to do with the high 
prices of kid leather. 

Neither calf nor cow hide leather has advanced as 
much as has kid leather, and cabretta leather, a stock 
that is getting much attention these days, is selling 
so much below kid leather that shoes of cabretta 
are offered at prices $1 or $1.50 a pair less than shoes 
of kid leather. 

Not even the ablest tanner can increase the supply 
of hides and skins, for a cow has but one hide and a 
kid but one skin. Being human, the tanner just 
naturally rejoices when the demand for his favorite 
leather runs big. But there’s another side to the 
shield. The tanner sorrows when the demand for 
his favorite leather runs low. Such things have hap- 
pened, and are bound to happen again, for history 
repeats itself. Old timers can readily remember when 
Russia calf shoes ““went west”’ a decade or so ago, and 
tons of Russia calf leather were turned back to the tan- 
neries, to be made into blacks. And even the younger 
generation can well remember when millions of feet 
of kid leather were sent abroad each year, because 
the domestic trade had small liking for kid shoes. 

Co-operation between tanners and shoe mer- 
chants, on an individual basis, is spreading fast. 
It pays. The shoe merchant is learning to specify 
leathers of quality, backed up by the reputation of 
the tanner, and the tanner is learning to provide the 
shoe merchants with exactly the leather that he can 
sell to best advantage. But the big game is that of 
regulating the supply and demand for leather and 
shoes, so that they can be kept on an even basis that 
benefits the trade, and away from wild fluctuations 
that are always dangerous to both tanner and shoe 
merchants. 
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Convention Counsel for 
Guidance 


*]*O those who followed closely the proceedings of 
the recent trade conventions it was apparent 
that the most profound thought had been exercised 
by those leaders in the shoe and leather business who 
are looked to for counsel and guidance. Altogether, 
the result was probably the greatest consensus of 
opinion ever taken at one time. Numerous problems 
were discussed, but none of greater importance than 
those relating to help and general market conditions, 
the latter as affecting materials, prices and profits. 
No one could fail to see that the desire of the trade 
as a whole is to be as conservative in the matter of 
price as is consistent with healthy business policy. 
This doesn’t mean that legitimate merchants haven’t 
been getting legitimate profits, despite the acts of 
some unscrupulous dealers, but the counsel, as we 
gathered, from the speeches and discussion, was to 
put out good quality at a fair price and not be ob- 
sessed with the idea that prices must forever go on- 
ward and upward. 

Then there was no little comment of the right sort 
to the effect that too many people were wearing shoes 
ill suited for uses to which they were put. People 
should not wear shoes made only of the finest grades 
of calf and kid leather, irrespective of use. Many 
with more ready money than they have ever had 
before are apt to make injudicious purchases, hence 
we note fine shoes, where heavier, tougher-made foot- 
wear would be more prudent. The matter of style, 
too, cannot be followed into rough wear vocations 
with the best results, and here is an opportunity for 
retail merchants to guide the buying of consumers to 
some extent. Selling the customer right has beneficial 
reaction in the end, as every wise merchant knows. 

Few cared to prophesy as to future conditions, but 
most of the tanners and manufacturers were agreed 
that no material market changes were imminent. 
Hides and skins have recovered from the slump of last 
Fall, but the level now is not as high as last Summer 
and Spring. Good side leather is selling on a basis of 
18-cent (per pound) hides and lower quality on a 
basis of 41 to 45-cent (per pound) hides. Good 
quality calfskin leather is made from calfskins on a 


BOOT AND SHOE RECORDER 


basis of from 65 to 821% cents per pound and calfskin 
leather ranges all the way from $1.00 to $1.50 per foot. 

There is no immediate likelihood of a change and 
with hides and skins on a lower comparative basis 
than cotton, wool, iron and other necessary commodi- 
ties there is nothing that warrants lower production 
costs in our industry, and nothing on the other hand 
for which we need to apologize. Only, it is the duty 





In a chart reproduced from outside 
sources in the Boot and Shoe ‘‘Recorder’’ 
of January 24 portraying ‘‘The Rise of 
Prices of Upper Leather, Skins and Shoes,”’ 
it was shown that glazed kid had risen 
nearly 850 per cent since the beginning of 
1914. A number of prominent glazed kid 
manufacturers question this finding and 
the subject will be fully discussed in the 
February 14 issue of the Boot and Shoe 
**Recorder.”’ 











of our trade from end to end for the best business and 
patriotic reasons to practise economy and cultivate 
habits of thrift. Nothing will help more to stabilize 
our affairs and in warding off an imaginary commercial 
catastrophe which the easily frightened are forever 
scenting. 


Be Ready for Rubber Rush 


EAVY and general snow fall makes rubber 

business, and gives the tip to the shoe merchant 
to prepare for still bigger rubber business when it 
melts, with resulting days and weeks of slush. The 
traditional “January thaw’ may hang over into 
February; but thaw there must be. 

Probably all world records in rubber selling were 
broken in Washington on the day of the Taft in- 
auguration. Some stores sold rubbers so fast that 
they had to shovel the empty cartons into the eleva- 
tor and let them down to the basement. Customers 
by hundreds fitted themselves and then hunted up 
somebody to hand a dollar to and walked out. 

Stocks should be kept in order for quick handling, 
with reserve stock opened up and easy to reach. 
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WAR DEPARTMENT 
Opens Bids February 18 for 50,000 Pairs of Shoes 


Washington, D. C—The War Department will 
open bids on February 18 for 50,000 pairs of shoes, 
schedule 412-2-9. It is understood that bids will also 
be opened in the near future for a larger quantity of 


ame. 


REGAL MANAGERIAL CHANGES 
Butterworth, Sales Manager—Campbell, Store 
Sales Manager 

Frank Butterworth, formerly store sales manager of 
the Regal Shoe Company, has been made sales 
manager with offices at 268 Summer Street, Boston. 

H. S. Campbell, formerly New York district store 
manager, has been made store sales manager. Mr. 
Campbell’s headquarters will be at 1369 Broadway, 
New York City. 


TANNERS’ COUNCIL 
Spring Meeting Held at Atlantic City May 6, 7 


The regular Spring meeting of the Tanners’ Council 
will be held in Atlantic City on May 6, 7, 1920, at the 
Hotel Traymore. 


NEW YORK MERCHANTS 
Will Hold Banquet at Hotel Astor, February 26 


The Retail Shoe Dealers’ Association of New York 
City will hold a banquet at the Hotel Astor on Feb- 
ruary 26. The date was decided upon by the banquet 
committee of the association, under the chairmanship 
of Maurice Miller, at a recent luncheon. Further 
details of the banquet will be a: later. 

AT SHOE TRADES CLUB 
Julian Arnold, U. S. Commercial Attache, to 
Speak February 11 

Julian Arnold, U. S. Commercial Attache, who has 
spent some time in China and is a recognized au- 
thority on Chinese commercial and industrial ques- 
tions, will be the speaker at the Boston Shoe Trade 
Club luncheon Wednesday, February 11, at 12.30 
o'clock. 


DEATH OF WILLIAM BYRON 


William Byron of W. D. Byron & Sons died Satur- 
day, January 31, at Williamsport, Md. 


TRAINING COURSE 


For Rochester Retail Salespeople—Meets Feb- 
ruary ll 
A course of training for retail shoe salespeople, 
approved by Rochester manufacturers and retail 
merchants, will be offered by the Rochester Business 
Institute. The first meeting is planned for February 
a. 


TRI STATE ASSOCIATION 


Convention to Be Held at Memphis, March 8-9 

The Tri-State Shoe Retailers’ Association will hold 
its coming convention at the Hotel Chisia, Memphis, 
on Monday and Tuesday, March 8 and 9. Traveling 
men are invited to attend this convention and display 
their samples. On account of the crowded condition 
of the local hotels, early reservations are advised. 

Tom W. Sherron, president of the Tri-States 
Shoe Retailers’ Association, and his co-workers are 
putting in loyal work to make the Memphis conven- 
tion of 1920 the best ever. 


PENNSYLVANIA RETAIL MERCHANTS 
To Hold Annual Meeting at Harrisburg, Mar. 8-9 


Keystone State merchants are on the alert for the 
State Convention which will be held on March 8 
and 9. Cal. J. Mensch, president, and George M. 
Garman, secretary, have recently issued a bulletin 
to members, emphasizing the fundamental business 
principles to be observed in 1920 as brought out at 
the Boston Convention and inviting merchants to the 
“Round Table Discussion” of merchandising problems. 
which will be made a feature of the convention on 
Tuesday afternoon. 

A meeting of the executive committee will be held 
Monday morning, February 9, at the Penn-Harris 
Hotel, Harrisburg. Those interested in display spaces. 
should get in touch with Ben Shaub, chairman of 
display, Lancaster, Pa. 
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CHARLES F. MAXWELL EVERIT B. TERHUNE THOMAS F. ANDERSON 
First Vice-President President Second Vice-President 


Boston Shoe Trades Club Election 


Annual.JMeeting and Election of Officers---Reports Show Club to Be in 
Prosperous Condition 


annual meeting of the Boston Shoe for their services was tendered by the club to the 
Trades Club, Wednesday, February 4, retiring secretary, Arthur L. Evans, and to the 
1920, at the club’s headquarters, Boston. retiring treasurer, I. Wendell Gammons, and it 
In the absence of the president, Everit B. was also voted to cable an expression of the 
Terhune, Charles F. Maxwell, first vice-presi- club’s appreciation of his services as president to 
dent, presided. Following his brief address of Everit B. Terhune, who has sailed for Europe 
welcome the report of the treasurer, I. Wendell in charge of the American Shoe and Leather 
Gammons, was read and accepted, also that of Exhibit at the Lyons Fair, Lyons, France. 
the, secretary, Arthur L. Evans. These reports Routine business was then transacted and the 
showed the club to be in a most healthy and announcement of the ballot for officers was given 
later in the day as follows: 


‘Tae was a large attendance at the A unanimous vote of thanks and appreciation 


prosperous condition. 


Election of Officers 


Election of officers for the en- 
suing year: President, Everit B. 
Terhune; first vice-president, 
Charles F. Maxwell; second vice- 
president, Thomas F. Anderson; 
secretary, Walter G. Dennison; 
treasurer, Max M. Adler. 

Members of the Board of 
Governors: Frank R. Briggs, 
Frederic F. Cutler, Thomas A. 
Delany, Frank H. Gage, Tim- 
othy E. Murphy, Burt W. Ran- 


kin, Harry H. Ripley, W. W. = Photo by Bachrach 


WALTER G. DENNISON Willson. MAX M. ADLER 
Secretary Treasurer 
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Massachusetts Retail Shoe 
Merchants’ 
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Association 


Co-Operating With the Massachusetts Fair 
Price Committee 


Education to the Public in Pamphlet Form Decided Upon 


A group of Boston shoe merchants forming a 
committee on fair shoe prices have been in 
conference with Gen. John H. Sherburne, chair- 
man of the Massachusetts Committee on the 
Necessities of Life. 

At the conferences the matter of fair shoe 
prices was thoroughly thrashed out, and the 
shoe committee aided General Sherburne’s 
office to get figures from representative dealers 
of all classes, to show where the trade stood in 
profit taking. 

The committee is also pledged to police the 
trade and report instances of taking advantage 
of consumers by any members in the trade. 

As a forward step, it was decided that educa- 
tional work as to reasons for high prices and 
other matters incidental to the trade, which 
have undoubtedly served as an irritant to the 


consumer, would help both the shoe merchant 
and the consumer to better understand funda- 
mentals. 

Therefore the committee have drafted the 
following matter, which is now on the press in a 
three-page pamphlet form. One hundred thou- 
sand copies are to be distributed by shoe mer- 
chants in Massachusetts and New England. 

The members of this committee are: H. B. 
Scates, chairman; I. B. Howe, Fred E. Porter, 
H. E. Hagan and E. J. Bliss. 

Many requests have come from all over the 
country for this matter. The “Recorder” 
prints it in full in this issue. 

As it tells in simple English the real facts re- 
garding leather and shoes, other State associa- 
tions would do well to undertake similar educa- 
tional work. 


Why Shoes Are High in Cost, and How You Can 
Receive the Most for Your Money 


Data contributed by leading shoe merchants, 
checked by investigators and approved by Massa- 
chusetts Fair Price Committee on the necessities 
of life. 

The retail shoe business has been investigated 
by Federal and State investigators, and the result 
of all such investigations has shown that retail 
shoe merchants are not taking undue profits 
except in possible remote instances that have no 
appreciable bearing on the prevailing high prices. 


Shoes Admittedly High in Price 


This situation is even more uncomfortable for the 
shoe merchant than the consumer, because he meets 
the customer face to face, is obliged to explain the 
reasons, and more particularly because his stock invest- 
ment has increased faster than volume and profits. 


Co-operation and Patience Needed 


The public must co-operate with the retail merchant 
before any measure for relief can be inaugurated. Let 
us first s¢e why shoe prices are high and the reader can 
pick out from those reasons the ones where he is vitally 
interested and then we can discuss methods of cutting 
down individual shoe costs. 
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Shoes Are High Because 


1. The war consumed leather in enormous quantities 
causing a shortage then and now for civilian use. 


2. The end of the war found Europe bare of leather 
and animals from which leather is obtained, and they 
naturally turned to America to buy for immediate 
needs. This caused a more acute scarcity just when we 
needed more leather for our own use. Our leather in 
six months jumped from 60c a foot to 80c, $1.00, $1.25 
and up to $1.50, and even $1.75 for certain kinds. 


3. Wages paid to shoe workers are now well over the 
100 per cent increase mark, in many grades 150 and 200 
per cent higher than 1914. Not only is this true, but 
shoeworkers have reduced hours of work at a time when 
we should work full time, and worse yet, have deliber- 
ately cut down production in pairs, 25 to 50 pe~ cent, 
in the pairs per hour reduced. 

4. Labor, other than direct shoemaking, has auected 
the cost of shoes, so has increased transportation cost. 
Slaughter help, tanning help, shoe clerks, all are re- 
ceiving more for their labor, as is just, and it appears in 
shoe costs. 

5. Leather is a by-product of the meat industry and 
cannot be created or curtailed to meet demand. There 
are hundreds of grades, which before the war were all 
utilized, but the mounting cost of shoes led to grading 
up in quality of all factories, and an insistent demand 
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~ SONA only 10 per cent of the whole, 
this led to pyramiding the value 
of the top grade due to extra de- 
mand, and the lower grades were 
forced upwards correspondingly. 
The public is urged to look for 
shoes made from lower grades 


of leather, such as kid leathers. 

6. The public, particularly wage 
earners earning double and even higher wages, have 
been buyers of finer shoes than before 1914, and this 
has created a super-demand for the best grades, and 
a lesser demand and market for the cheaper grades 
used prior to the war. 

The above form the basic reason for high shoe cost 
reduced to simple English, but there are many others, 
important and minor, many technical in character, or 
no special interest to the layman. One can see that the 
natural law of supply and demand has simply as- 
serted itself. 

Actual cost of a nine-inch black kid woman’s boot in 
1914, and September, 1919—taken from the records of 
one of our best factories, typical of the whole industry. 










1914 1919 
Ee ee ene 1.05 3.75 
pe ere. . 20 
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The above are wholesale prices at the factory in 
September, 1914 and September, 1919. 


Have Shoe Prices Reached the Top? 
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+ made from leather costing 60 cents to $1 a foot. Shoes 
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now being made for Spring are from materials costing 
80 cents to $1.25 a foot, plus higher costs for other 
materials and additional grants to labor, with less pairs 
per man produced. 

Shoes Will be Lower in Price 

1. When there is more leather, less demand for it here 
and abroad, then it will drop in price. 

2. When strikes cease, and shoe and other labor 
connected with shoes buckle down and produce more 

airs. Every strike means less pairs, greater scarcity. 
ore pairs means lower prices, and only when there 
are more pairs can prices come down. Raise your voice 
against the tearing down radicals who are bent on 
ruining our industries and thus give the 80 per cent or 
more willing workers your support. 

3. When these two things hel the overhead will 
be reduced in keeping with the price, and there will be a 
further saving to the public. 

What Can I do to Help? 

I. Lend your voice and preach the gospel of ‘‘Work 
and Save.”” Never before-in our history has this been 
as necessary as in the next few years. 

. Buy shoes intelligently and treat them as they 
should be to get the longest wear. 
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epoQVvAarre, from consumers for better shoes. 1. Buy rugged shoes of good epoQUuAaRrer iar 
“ “ited As the best leather amounts to quality, éspecially the soles, for v s ‘Ss 
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everyday wear. 

2. Do not expect.a light weight 
dress shoe to stand up under hard 
every day usage, in all weathers. 

3., Buy as good shoes as you 
can afford because quality means 
more in shoes than any other ar- 
ticle. But, understand that side 
leather shoes of good quality 
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4. Trade with a reputable dealer, who has spent 
years in building his business, who expects to stay in 
business, and put your shoe problem up to him and be 
guided by his advice. It is to his interests to make you 
a satisfied customer. Avoid the irresponsible, fly-by 
night, unethical dealer whose only thought is to “get 
money.” : 

5. Women should not buy turn sole footwear for 
daily wear. They are intended only for those who can 
afford such luxuries and for extreme dress wear. In- 
stead, buy welt soleor McKay sewed shoes for real service. 

6. Louis wood heels mean a dollar or two added 
to price, and are not as durable as the leather heel at a 
big saving in cost. , 

7. Leathers giving the best service:in general rank 
in this order: black kid, and gun metal calf, then tan, 
patent. Side leathers wear as well as calf and although 
they do not look quite as fine are much less expensive. 
Black looks better longer than tan, thus at he same 
costs is more economical. Kids come in many grades, 
feel soft, wear well, and are gasily cared for. Patent is 
a strictly dress leather, always uncertain in wear,-can- 
not be guaranteed, and therefore a risk to the ‘pur- 
chaser. Cordovan is expensive but durable. Buck- 
skins and colored kid should only be bought by those 
who can afford them. 

8. The public should care for and shine their own 
shoes. A home outfit is inexpensive at 10 cents a shine, 
pays for itself quickly, and the saving in shines will go 
a long way toward the cost of the shoes themselves. Tt 
is important to know also that the heat or friction 
burning of the savage onslaught of the professional 
shoe shiner is responsiblefor most of the uppers cracking. 

9. Boys and aan are harder on shoes than grown- 
ups, and only rugged, wear-resisting shoes should be 
purchased, avoiding the dainty, pretty effects while 
prices are as high as now. Boys’ so-called Scout shoes 
are the best investment for everyday wear. 

10. Women can save an average of $3 a pair by 

urchasing and wearing low shoes in place of boots, at 

east nine months in the year. , 

11. Women’s boots with cloth tops in black and 
colors are practical, wear well, and will save the 
customer a dollar or two as against leather top boots. 

12. Shoes should be protected by wearing rubbers 
in wet weather. Leather constantly wet dries out hard, 
taking the life from the leather, and leading to cracks 
in uppers. Wet shoes should be dried slowly away from 
heat or sun, then treated with oil to soften them. 

Shoes must be well-fitted to get best results. Poor- 
fitting shoes cause wrinkles that finally crack; tight: 
fitting shoesstretch thus breaking the fibre of the leather. 

If these suggestions are followed carefully by the 
shoe wearing public a saving in the year’s footwear bills 
can be effected amounting to 20 per cent to 30 per cent 
a year. 

More important than all else: When values are 
leaping upwards, it is always the newest style that is 
made from the highest cost materials and every good 
shoe man has practical, good looking shoes on his 
shelves at ‘“‘old prices.’”’” The time has arrived when the 
public must buy with care and thought of shoe service, 
and must curb the desire for the new and ultra. Asa 
rule, the highest grades of footwear cost the most and in 
turn give the most for the money expended. 
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Sun, Rain and Half a Year’s Labor Brings a Harvest 





Land and Sea as Supply Sources 


The One Involves Much Time 
and Industry---The Other Could 
Be Readily Expanded 


LL foods are the product of sea and soil. Grass and grain are the bases of all land food 
The food-producing forces of the.sea supplies; the sea is at work eonstantly; the 
are always at work; and, as far as man latter is harvested annually. Sun, rain and half 
is concerned, are constant, inexpensive and have a year’s labor bring a harvest; and the harvest 
no overhead. Fish do not need pastures, herds- brings bread, butter, milk, cheese, sugar, eggs 
men, care, attention, housing, nor supervision and poultry products. 
to propagate and multiply. They are unlimited High prices for these are explainable, and are 
in supply, and the comparative cost of capture, made between the farmer and the feeder. 
market, and distribution is negligible. Think it. over. 
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It Takes at Least Three Years to Produce Hide and Meat and Leather 








The products of animal industries are high 
with some justification. War and waste have 
produced scarcity; and scarcity means high 
prices. 

It takes six months to produce grain; it takes 
three years to produce hide and meat. Mouths 
to fill multiply faster than meat to feed and hides 
to tan. 

The sharp-witted profiteer and the muddy- 
minded anarchist are the enemies of the Repub- 
lic. The former ploughs the soil and the latter 
sows the seed, while the country reaps the evil 
harvest of their labor in social discontent, in- 
dustrial unrest and potential revolution. 

The profiteer and the anarchist are public 
enemies, no matter what argument to the con- 
trary they advance. The profiteer should be 
locked up inside American jails; the anarchist 


should be locked outside of American bound- 
aries. 

There is no law that can defend or excuse the 
empty belly and the bare back. You can’t 
placate them; you must prevent them. The 
way to prevent them is to prevent the profiteer, 
whose evil activities endanger law, order and 
civilization, and threaten the destruction of 
peace, industry and ordered life. 

It is the duty of every good American to put 
the profiteer out of business and into jail. If 
there is not law enough to do it, make more laws; 
but do it. The self-preservation of America is 
the first and highest law. 

Until this is done there will be no peace in the 
land; we will be harassed by discontented 
workers and a disturbed and diminishing indus- 
try. Why not cure these ills? 


~~ 
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Summer Is Coming 





OU will want to move that Winter stock 
from your shelves. Recorder cuts, with 
clever copy, will give the necessary pull. 

When ordering, kindly mention number of 
cut, accompanied by check. 


eH OM OHIO PLL PE PULL PELL 


\ : Owing to a fortunate pur- 

chase, we are enabled to 

PRO UD ! offer to our customers just 
100 Pairs 
/ / 

W ell: Rather: etadieatin: “oni Whee 


Calfskin Shoes 


Plain Toe French Heel 





She bought a pair of our 
Ten Dollar Kid Pumps 
yesterday and— 


A Word to the Wise Is Sufficient 





THESE SHOES WON’T 
LAST LONG AT THIS 
PRICE. 














COME EARLY 
YOUR STORE 


YOUR TOWN YOUR ADDRESS 


et ete ete eH TTT TTT eH elniiiiinieliiiiiiiien MeL TTT T elt 


3 
: 
: 


Your Store Your Town 


TOMO L eH LULL LLL TULL 
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No. 1086 
70c 


AIRS" 
Sa rN 


This Is the Store 
Wheee We Bought In Order To Make Room For Our 


heeseaee nian New Spring Models We Must 
# Clear Our Shelves AT ONCE 


and 


Were Priced So Low 
and Wore So Long 


Sale Begins Today 


COME IN AGAIN 


Your Name i" 
i YOUR STORE YOUR TOWN 


Your Store Your Town 









































RECORDER CUTS 
ATTRACT THE EYE 


Another Glance and 


No. 1087 Your Message Is Across No. 1088 


—That’s All— 





When ordering kindly send cash speci- 
fied together with number of cut 


YQ Ls 
\ — 
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Retail Association News 


MISSOURI CONVENTION 


Retail Shoe Merchants Meet in Annual Session 
February 10, 11, 12 


The annual convention of the Missouri Shoe Re- 
tailers’ Association which will be held in St. Louis 
next week will open at Hotel Statler Tuesday morn- 
ing, February 10, with an attendance that promises to 
exceed any session of the organization heretofore held. 
The address of welcome will be made by W. Frank 
Carter, president St. Louis Chamber of Commerce. 


Fair Prices Discussed 


The first formal address of session will be by Circuit 
Attorney Lawrence McDaniel, St. Louis, State Fair 
Price Commissioner, who will have as subject ““What 
the State Fair Price Committee Expects of Shoe 
Retailers.”” This will serve as the keynote to the round 
table discussion on ‘“‘What Constitutes a Fair Price,”’ 
led by Charles E. Williams, member of the commission 
from St. Louis. 


Employer and Employe 


At the afternoon session Horace Swope, St. Louis, 
will discuss ““The Relation of Employer to Employe” 
and the salary question, after which there will be a 
general discussion participated in by all attending 
the convention who may desire. 

The second paper of the afternoon will be on the 
subject “‘What Good Roads Mean to Missouri,” by 
Harry B. Hawes, president Federated Road Council 
of Missouri. He will be followed by W. H. Griffith, 
of St. Joseph, on the subject “Shall Shoe Retailers 
Patronize Manufacturers Who Conduct Chain Stores?” 

It will be followed by a discussion of the “Stock 
System and Budget’’ by the general membership. 
Then will come adjournment for the evening’s enter- 
tainment, especially provided by local members of 
trade. 

The Style Situation 


The second day of the convention will get closely 
into immediate problems of the shoe trade, at the 
morning session, with a talk on the style situation. 
This will be led for “Spring, 1920” by J. V. Byrn, 
Kansas City, and Walter Huette, St. Louis. ‘Fall, 
1920” will be led by G. B. Miller of Columbia and 
Joseph Mullen of Moberly. Both sections of the 
subject will be taken up for general discussion and 
expressions of opinion from floor. 


Income Taxes Explained 


With style out of the way “The 1919 Income Tax 
Report” will be discussed by George H. Moore, 
United States Internal Revenue Collector, Eastern 
Missouri District, who will also be prepared to answer 
questions asked by individuals from floor, covéring 
special points. 

“The N.S. R. A. Vigilance Committee” created by 
the National Convention at Boston to combat unfair 
practices in the trade, will be subject of address by 
H. A. Rosenbach, of Chicago, a new vice-president 
of the national organization. ‘‘Audits and Credits” 
will be the subject of William Graham, Jr., of St. 
Louis, followed by a discussion, and this will end the 
morning session. 


1920 Price Outlook 


Theafternoonsession will be devoted chiefly to ‘“The 
1920 Outlook as to Prices” in a series of ten-minute 
addresses as follows: From viewpoint of upper leather 
man, by A. N. Engle, of John R. Evans Co.; from 
viewpoint of sole leather man, by L. J. Wallace, of 
United States Leather Company; from viewpoint 
of manufacturer, by Thomas L. Mauldin, of Lund, 
Mauldin Company; and from viewpoint of jobber, 
by Phil A. Becker, secretary-treasurer of Dittmann 
Shoe Company, and president Western Association of 
Shoe Wholesalers. This will be followed by round 
table discussion. 

“The Financial Situation of Today” will be treated 
in an address by Richard S. Hawes, president Ameri- 
can Bankers’ Association, and vice-president First 
National Bank of St. Louis. 


Big Attendance Promised 


The entertainment features of the convention, 
which have been provided for in elaborate form, in- 
clude: Buffet luncheon on Tuesday evening in 
Daniel Boone Room, Hotel Statler, followed by what 
is called ‘““The Shoe Men’s Frolic in Parlor A” of the 
same hotel. It is promised that this affair will be 
novel and unusual. The evening of Wednesday will 
be devoted to the annual banquet of the association 
in the ball room of Hotel Statler. 

Assurances already received indicate that the 
retail shoe trade of the entire state will be very 
comprehensively represented. 
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CHICAGO EXPOSITION 


Travelers Name Second Week in July for Semi- 
Annual Event 


At a luncheon meeting of the Chicago Shoe Travel- 
ers at the Palmer House Saturday, January 31, plans 
for the July Exposition were taken up and discussed. 

This was the first meeting under the direction of 
the new officers of the association. Joe Kalisky, the 
newly elected president, presided in a happy manner. 
Dave Morris, the newly elected secretary and treas- 
urer, was on the job in his usual happy and efficient 
way. 

The next Semi-annual Chicago National Shoe 
Exposition will be held at the Palmer House the 
second week in July and at the same time the Illinois 
- Retail Shoe Dealers’ Association holds‘ its annual 
convention. 


Working with Illinois Retail Merchants 


The Convention Committee and the Entertain- 
Committee of the Shoe Travelers will work in con- 
junction with similar committees of the Illinois Re- 


FRANK B. KING, President 


tailers’ Association and it is expected that this 
co-operation will result in the biggest attendance 
of merchants and the most beneficial meeting here- 
tofore held by either association. 

The Shoe Travelers’ Association has endorsed 
Frank B. King, for two years president of the Chicago 
association, as a candidate for the vice-presidency of 
the National Shoe Travelers’ associction. 

Letters are being sent out to every shoe travelers’ 
association in the country, announcing Mr. King’s 
candidacy and soliciting the support of those as- 
sociations in his election which will come before the 
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National Shoe Travelers’ Association at their next 
annual convention to be held in Des Moines, January, 
1921. 


President King a Booster 


When Mr. King assumed the presidency of the 
Chicago Shoe Travelers’ Association the membership 
was around a hundred. The membership of the 
Chicago Shoe Travelers’ Association is now well 
above the 400 mark, and is happy from the fact 
that it captured the beautiful loving cup offered as 
a prize by the National Shoe Travelers’ Association 
for the largest increase in membership of any local 
during the year 1919, 


OHIO VALLEY ASSOCIATION 


Retail Shoe Dealers to Meet at Columbus 
March 1-3 


C. K. Chisholm, Cleveland; J. J. Baird, Columbus: 
Henry Hageman, Cincinnati; H. C. McLaughlin, 
Cincinnati; L. Bamberger, Columbus, members of 
the State General Committee, met at the new Great 
Southern Hotel, Columbus, Friday, January 30, and 
outlined the program for the coming convention of 
March 1, 2, 3. All agreed that this meeting would be 
one of the biggest conventions of the year. This 
committee expects a large attendance from Kentucky. 

L. Bamberger, chairman of Booth and Exhibit 
Committee, informs us that though the exhibit space 
has about been doubled over that of last year, practi- 
cally all the space has been sold or contracted for. 
John Baird of Columbus is chairman of the conven- 
tion. 

Secretary Hageman is sending out 1,000 letters to 
the retail merchants in the states covered by the 
association, requesting each to send in a list of their 
problems and topics which he wishes covered at the 
next convention. Mr. Hageman says it will be a 
“shop talk” program and the convention has been 
given the name of an “‘open forum” meeting. 

TheShoe Dealers’ National Insurance Company was 
very favorably endorsed at the recent National Con- 
vention at Boston. Mr. Hageman writes us that he 
is very much pleased with the endorsement given the 
shoe insurance feature and looks forward to making 
this the greatest agency in increasing membership 
in the national association. 


IOWA RETAIL MERCHANTS 


Annual Meeting at Hotel Ft. Des Moines, 
March 9-11 


The Iowa Retail Shoe Dealers’ Association will 
hold its annual convention at Hotel Fort Des Moines, 
March 9, 10 and 11, 1920. 

F. M. Nebe, secretary-treasurer, states that pros- 
pects now are for the largest attendance ever and for 
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the finest displays of shoes which have ever been 
given in Iowa. 

Mr. Nebe predicts, with so many things to 
interest shoemen in an exchange of views through a 
convention, that whether the merchant be large or 
small, he will take much interest in association work. 

“The recent National Convention proved to us,” 
writes Mr. Nebe, “that the shoemen of the United 
States are waking up and that they realize one thing 
—and that is that they must get into the game 
right—study it from every angle, and at every 
opportunity, or get out.” 


HEART OF AMERICA 
Central Travelers and Kansas Retail Merchants 
Meet March 15-17 
The Central Association of Traveling Shoe Sales- 
men have adopted a novel and fitting trademark in 
connection with their shoe exhibit, which will be 
held at the anual convention of the Kansas Shoe 


CROSS THE CONTINENT 


THROUGH 


Retailers’ Association at the Baltimore Hotel, 
Kansas City, March 15-16-17. The Kansas City 


Shoe Retailers ’Association is also interested in this 


exhibit. 


ANNUAL WOONSOCKET MEETING 


Rhode Island Shoe Retailers’ Association Hold 
Event February 3 


The Woonsocket members of the Rhode Island 
Shoe Retailers’ Association held their annual meeting 
February 3 in the Chamber of Commerce Building. 
Woonsocket, Rhode Island. The Providence mem- 
bers of the association attended as guests. Included 
in the party was George E. Pierce, president of the 
Rhode Island Shoe Retailers’ Association. 

After dinner was served, in the banquet room of the 
Chamber of Commerce headquarters, Z. Tetu, chair- 
man, introduced the Mayor of Woonsocket, A. L. 
Soucy who made a short address. 
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The Mayor spoke of the efficiency required to sell 
shoes and the present day problems as they touched 
the retail shoe merchant. 


Window Display Talk 


A very enlightening address on window display was 
given by S. H. Giellerup, window display manager 
for the Standard Kid Company of Boston. To il- 
lustrate the different points necessary to effective 
window trimming, a special display was installed by 
him. It brought out the value of proper lighting, 
in which the illumination was always indirect. 


The Mail Order House 


C. Smith, secretary of the Woonsocket Chamber of 
Commerce, gave a short talk on the lessons to be 
learned from the mail order house. He showed how 
careful and specific advertising paid them. ‘“‘What the 
retail merchant should do,”’ he said, ‘‘is to carry the 
message of better shoes and service in his adver- 
tising. A vigorous campaign, well laid out and 
executed, would divert much of the business that is 
now going to mail order houses.” 

The closing speaker of the evening was R. S. 
Whitmore, secretary of the Association. He showed 
clearly how the knowledge of practipedics enabled the 
shoe man to properly fit shoes. “The public is be- 
ginning to place more confidence in the retail 
merchant to determine the size of the shoe to be 
worn. Intelligent service is the keynote of the 
retail merchant today,’ he concluded. 


PHILADELPHIA ASSOCIATION MEETS 


Retail Shoe Merchants Advised to Adopt Con- 
servative Buying Policy 


The retail shoe trade is rapidly approaching condi- 
tions which will demand of the merchant the greatest 
caution and acumen in his buying and selling policies 
if he is to maintain anything like the degree of 
prosperity he has enjoyed for the past few years, and 
if he is not to sink back to the inadequate returns of a 
decade or more ago. This was the warning which M. 
Harper of the Walk-Over Shops here sounded at 
the meeting of the Philadelphia Shoe Retailers’ 
Association. 

Mr. Harper pointed out that there was no possibil- 
ity of prices sinking toward former levels for a long 
time to come, a matter of years rather than months. 
He called attention to the fact that high prices do not 
necessarily mean heavy sales, and that if the high 
cost of living goes higher, or if it is maintained for 
too long a period, the merchant is going to feel the 
effects in his profit and loss account as he has already 
felt it in his pair sales. 
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Increased Production 


Mr. Harper begged the Philadelphia merchants not 
to underestimate the importance of the under- 
production problem as affecting their businesses 
individually, and urged them individually to preach 
to their customers the gospel of increased production 
at every occurring opportunity. 


Booming State Convention | 


David Strumpf appealed to the merchants to attend 
the convention of the Pennsylvania association at 
Harrisburg, March 8, 9. The annual banquet of 
the association will be held on February 18. 


NEW YORK ELECTS OFFICERS 


Retail Shoe Dealers’ Association Choose John 
Slater as President 


At the recent annual election of officers of the 
Retail Shoe Dealers’ Association of New York City, 


JOHN SLATER, President 


John Slater was re-elected president to serve his third 
term, despite his objections. 

Other officers elected were: Percy Hart, of Cam- 
meyer’s, first vice-president; E. L. Dougherty, of 
John Wanamaker, second vice-president; Max 
Deutsch, orthopedic specialist, third vice-president, 
and Captain Edward Perlberg of the Rambler Shoe 
Company, fourth vice-president. Other officers were 
all re-elected. 

Names recommended for the executive committee 
to be elected by the board of directors consist of the 
following: Jesse Adler, Adler Shoe Company; John 
Laycock, Hanan & Son; Sam Frank, Frank Brothers; 
Maurice Miller, I. Miller; M. Wildfeuer, Wildfeuer 
Brothers; E. Mead, Mead Shoe Company, Brooklyn; 
R. T. Parker, Parker & Diemer; C. E. Hutchinson, 
Franklin, Simon & Company; A. Gabriel, Hirsch’s, and 
E. Friedman of Friedman Brothers. 
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BOSTON SHOE TRAVELERS 


Install New Officers for 1920—A 500 Membership 
the Goal 


On Saturday, January 31, the installation of officers 
of the Boston Shoe Travelers’ Association took place 
at the Boston Shoe Trades’ Club, under the direction 
of the National President, Waldo M. Oakman, who 
travels for the A. E. Little Shoe Company, Brockton. 


New Officers 


The new officers of the Boston Association are: 
President, Sydney L. Curry of Haverhill; vice-presi- 
dent, Thomas A. Delaney of the T. D. Barry Shoe Co. 
of Brockton; secretary and treasurer, William Noll, 
elected for the 20th term. 

The directors are John J. Whalen of Condon Bros., 
Brockton; Benjamin J. Lockwood of Upham Bros., 
Stoughton; William H. Larkin, of the Stacy, Adams 
Co., Brockton; A. F. Puffer, Chicago. 

A “smoker” followed the installation with W. W. 
Willson, president of the Massachusetts Shoe Re- 
tailers’ Association, and Senator Jackson Walsh as the 
speakers. C. L. Wilcox of the Whitman & Keith Co. 
and Eugene Rivers of the Churchill & Alden Co. 
were guests. 

Twenty-six applications for membership were re- 
ceived. It is the aim of the association to have 500 
members before the close of the year. 


An Advisory Board 


It was voted to appoint an advisory board to assist 
the officers of the association and the following past 
presidents will serve: George J. Lovely, Dalton 
Shoe Co., Brockton; George J. Oakman, Stacy, 
Adams Co., Brockton; C. S. Maxwell, Hurley Bros., 
Rockland. 

The late T. D. Barry of T. D. Barry Co., Brock- 
ton, was the first president of the association. 


Death of Holyoke Merchant 


George I. Prew, Jr., First Victim of ‘‘Flu”’ 


George I. Prew, Jr., who was activdly connected 
with G. J. Prew & Co., the biggest clothing and shoe 
establishment at Holyoke, died Friday of last week 
of a severe attack of the “flu’’ and moreover the first 


victim of the epidemic in that city. Mr. Prew was 
born in Holyoke and was a graduate of the Holyoke 
High School. He was a member of the Kiwanis Club 
and the Chamber of Commerce. He was especially 
active in Kiwanis Club affairs. 

While only 22 years old, he had attained much 
prominence in the shoe trade and in civic life. His, is 
a loss which will be mourned by a large circle of 
friends. 
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Exhibit of Carl E. Schmidt & Co., Inc., at N. S. R. A. Convention 


Fine Calf Leathers F catered 


It would be difficult to arrange a more attractive 
and finished exhibit than that presented in the booth 
of Carl E. Schmidt & Co., Inc., at the N. S. R. A. 
Convention. As is well known, this company manu- 
factures high-grade calfskin leathers. 

The leather featured by this company was their 
new light mahogany, smooth finished calfskin, and it 
was shown in the finished leather adorning the booth 
as well as in handsome shoes of the latest models in 
men’s and women’s boots and oxfords. 

The exhibit was described in more detail in our 
issue of January 24. 


Connecticut Retail Merchants 


Shoe Retailers’ Association Met in Annual 
Session January 28 


The annual meeting of the Connecticut Shoe 
Retailers’ Association was held in Meriden on Jan- 
uary 28, last. This association has been very active 
in co-operating with the government in helping to 


erase the one per cent profiteers as reported by 
Attorney-General Palmer. It has been decided by the 
association to procure all the newspaper space possible 
in order to firmly establish in the public’s mind the 
good standing of the 99 per cent remainder of the 
trade who have been obliged to suffer through the 
unfair and un-American practices of the one per cent. 

The retiring president, T. J. Mildren of Hartford, 
gave a very interesting resume of the Boston Con- 
vention and aroused a most general feeling in regard 
to the supreme importance of association work. 


Thanks to Boston 
Every delegate from Connecticut to the Boston 
Convention was most appreciative of the royal treat- 
ment accorded the Connecticut delegation and wish to 
extend heartfelt thanks for the hospitality shown. 


The Jesters’ Party 
A. Raymond Webster of Elm City Shoe Company, 
New Haven, an active member of the Connecticut 
Shoe Retailers’ Association, writes that on February 
10 the Jesters will give a monster show with all big 
star acts and “some”’ party. 
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The Retail | Shoe on 


What He Should Know to Be Able to Sell Better 


Footwear Best 


A series of practical lessons in 
each branch of the industry—from 
the, raw material to the finished 
shoe at the fitting stool. 

The leather course is from the 
school work given employes of the 
Howes Bros. Co., Boston. 


Review of First Lesson 


Q. No. 1. Define a Hide. 
A. A Hide is the skin of 
an animal. In our business 
“‘hides”’ refer to cattle hides. 
Q. No. 2. Define a Side. 
A. A Side is one half of a hide split on the back- 
bone. 


Q. No. 3. Define a Crop. 


Side—One-half of a Hide, Split on the Backbone 


A. A Crop is a side with the belly removed. 

Q. No. 4. Define a Back. 

A. A Back is a side with the belly and head re- 
moved. 

Q. No. 5. Define a Bend. 

A. A Bend is a side with the belly, shoulder and 
head removed. 

Q. No. 6. Define a Belly. 

A. A Belly is the lower part of the side removed 
and is about 6 to 12” in width. It extends from the 
butt end of the side to the brisket, or from shank to 
shank. 

Q. No. 7. Define a Shoulder. 

A. A Shoulder is the forward part of the hide. It 
extends from the vicinity of the horn hole (back of 
the head) to the “break.’”’ This “‘break”’ is directly 
over the shoulder blade, back of the shoulder wrinkles. 

Q. No. 8. Define a Head. 

A. A Head is cut from a side back of the horn hole. 

Q. No. 9. Name the varieties of hide take off. 
Explain them. 

A. Dry, Country and Packer. 

Dry hides are taken from the animal and put 


through a process of drying either 
in the sun or shade, or by the use 
of quantities of salt and usually 
are taken off by interior farmers. 

Country hides are those from 
cattle slaughtered by Country 
butchers and sold in a’ wet con- 
dition. 

Packer hides are those 
which are flayed at the large 
and small Packing plants 
by skilled labor. The ex- 
perienced workmen reduce 
cuts or slaughter marks to a minimum. This 
method produces the hides best suited for the finest 
qualities of Leather. 

Q. No. 10. How many leather weight classifica- 
tions have we? Name them. 

A. Three: (1) Heavy No. 20 and up in the side. 
(2) Middle, No. 16 to 20. (3) Light, Under 
No. 16. 

Q. No. 11. How many different kinds of tanning 
have we? Name them. 

A. Three: Hemlock—Oak—Union. 

Q. No. 12. Into how many grades do we select 
Packer Hide Leathers? Name them. 

A. Three: No. I—No. 2—No. 3. 

Q. No. 13. Into how many grades do we select 
Hemlock Country Hide Leather? Name them. 

A. Seven. No. 1—No.2—No. 3—Rejects—Scabs— 
Pasters and XX, which is Packer from Country. 


a 
“> 





CROP 


bp 


Crop—Side with the Belly Removed 








Q. No. 14. Into how many grades do we select Dry 
Hide Leather? Name them. 

A. Six. No. 1—Good Damaged—Poor Damaged— 
Rejects—Scabs—Pasters. 

Q. No. 15. Explain in your own words your im- 
pression of the difference between Hemlock, Union 
and Oak Leather. 

A. Colors—Our Hemlock is a bright, clear, pink- 
ish Union color. 
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Hemlock made by other manufacturers is a dark, 


chestnut red. 
Oak tanned from Oak Bark is cream color. 
Union—A Combination of Oak and Hemlock. It 
is a pinkish buff. 


— 


BELLY 














Back—Side with the Belly and Head Removed 


Q. No. 16. Define Offal. Give examples. 

A. Offal is a by-product. It is that part of the 
leather cut from the Side to obtain the better portions 
of the leather. When a side is cut to obtain a bend, 
the offal would be as follows: Belly, Shoulder and 
Head. The Bend is the Product; The Offal is the 
By-Product. 

Q. No. 17. How does cropping affect the value of 
leather? (a) Product (b) By-Product. 

A. Cropping affects the value of leather by in- 
creasing the value of the Product such as Crops, 
Backs or Bends, and decreasing the value of the offal. 

Q. No. 18. How are cropping percentages deter- 
mined? 

A. Cropping percentages are determined by figur- 
ing the relation in weight of the pieces cut to the 
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weight of the side. It is the ratio of the parts to the 
whole. 

Q. No. 19. How would an error in percentage 
affect Howes Bros. Co., provided Bend was 1 per 
cent under? Specifications? Spec. 50 per cent— 
Cutting 49 per cent. 

A. An error in percentage such as outlined in the 
question, would effect a loss to Howes Bros. Co., 
inasmuch as weight would be lost in the valuable 
part of the leather. A decrease in weight of 1 lb. on a 
bend would mean an increase of 1 lb. in the offal and 
it would be necessary to obtain the price of 3 lbs. of 
offal to compensate the loss of 1 lb. in the bend. There 
would be an apportionment of less weight in the high- 
priced leather, thus reducing the total average value 
per pound. 
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Bend—Side with the Belly, Shoulder and Head Removed 





BEND 

















Q. No. 20. State effect on customer of error in 
““‘trim’”’ as in question No. 19.° 

A. An error of this kind would allow the customer 
better cutting value per pound as the center and butt 
ends of a side produce highest grades of cut stock. 
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Comparative Cattle and Hide Prices 


As Illustrated by Charts in Talk of L. D. H. Weld, Manager of Swift & Co.’s 
Commercial Research Bureau, Before N. S. R. A. Convention 


N our issue of January 17, we published a paper 
from Manager L. D. H. Weld of the Commercial 
Research Bureau of Swift & Co., on ““The Packers 

and Profiteering.”’ In_his talk, Mr. Weld referred to 
two charts which 


so much more for the live cattle or we had to sell the 
beef at so much less. We don’t know which we did. 
All we know is that the spread narrowed. The line at 
the bottom shows our total profit on cattle opera- 

tions by weeks. 





he had, which we 
reproduce _ here. 
In referring to 


EFFECT OF INCREASE IN HIDE VALUES ON 
RELATION BETWEEN CATTLE AND BEEF PRICES 
APRIL,5,I9I9 TO AUGUST, 2, 1919 


During most of 
that time we were 
actually losing 





the charts, “Ef- — 
fect of Increase | 7 | 
in Hide Values on 
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n er" money on our 
total cattle opera- 
tions.” 











Relation Between 


Referring to 























Cattle and Beef 





the other dia- 











Prices, April 5, 
1919, to August 2, 
1919,” he said: 





gram, “Prices of 
Hides,”’ monthly, 
1914-1919, he 


























“Last Spring 


said: 





from April to 





“The upper 





August the price 
of cattle falling, 
the price of hides 
rising. This is 
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lines here are the 
prices of three 
different grades 
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of hides, showing 





the credit from 
hides per one hun- 
dred pounds of 
beef. Here the 
price of dressed 
beef falling, the 
price of live cattle 
fell 17 per cent. 
The price of 
dressed beef fell 
over 20 per cent. 








the general course 
of the hide mar- 
ket. The bottom 
line shows Swift 
and Company’s 
stock of hides 
on hand unsold. 
Along in 1917, 
our stock became 





























very large. As 
you know, the 




















In other words, 
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because we were 


tremely dull and 
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it was a very seri- 
ous matter for us 
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more for live ani- 





having so many 





























mals, as com- z 








ima | 
- hides on hand 

















pared to what we Sie ss 


10 _ 17 ee ae 
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were getting for 
dressed beef. 
The spread _ be- 


NOTE - TO COMPARE BEEF 
S OF. 





not get rid. of. 
Here is in 1919. 

“As you all 
know, the high 


CARLY AS POSSIBLE WITH 
Fi WHICH THE BEEF CAME, 
BEEF ARE GIVEN FOR ONE 
S SHOWN. 








tween live animal 
cost and the price 
we got for dressed beef was narrowed, was continually 
becoming narrower. The margin was becoming 
smaller, because we were getting more for hides. In 
other words, even though the price of hides went up 
we were not profiting from that. We had to pay just 


price of hides and 
leather has been‘due to a world scarcity of these com- 
modities as compared with an active demand both in the 
United States and in foreign countries. There isa world 
market for hides and the American packers could not 
manipulate the price even if they wanted to.” 
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Looking to Fall, 1920 


Length of Vamps and Width of Toes Are Big Questions---Style, Not Fads, 
Must Rule 


N | EXT to price or possibly more important than 
price, to the average merchant in making 
calculations for Fall buying, is the apparent 

change in style trend. which faces the shoe industry. 

To be able to properly designate between passing 
fads and real style very often spells success or failure 
in shoe merchandising. 

Many a merchant has met shipwreck on the rocks 
of fads. Not only in merchandising, but in practically 
every calling of life, passing fads are met with and 
lead the unwary on to destruction. Religion, medicine 
and politics are at*times confronted with fads and 
fancies and very often the thing that leaps suddenly 
into popular favor and looks as though it would be 
the big central thought of a particular vocation melts 
away as a mist before the rising sun of truth. 

Just so with fads in business, and just so with 
extreme styles in the shoe business. 


French Lasts Small Proportion of Volume 


The extremely short French or stage last will 
probably never become the accepted style among 
women of this country who appreciate real style in 
their footwear. True it is that some stores in the 
larger centers catering to that class of customers whom 
Hollis B. Scates designates as “Jazz cats’ have done 
quite a business on these extreme short styles. Yet, 
an analysis of the business of the average store 
catering to this class of trade shows that an extremely 
small percentage of the entire volume has been done 
on these extreme so-called French styles. 

Even these stores recognize these lasts as passing 
fads and not real styles that can be tied up to and 
depended upon for a large volume of business. 


Reflection of Short Vamp in Coming Styles 


Merchants of smaller cities are inclined to try out 
the extremely short vamp last because it has proved 
more or less successful in some of the larger stores of 
the large cities. This is probably all right, if that 
buying is confined to a very limited number of styles 
and a limited range of the best selling sizes and widths, 
just as it is all right for the old political parties to 
include in their platform a limited number of the best 
thoughts of some of the newer political parties. 

While the short vamp last of itself shows no tend- 
ency of becoming a dominant factor in American shoe 
styles, yet it is having its reflection in the new lasts 
being developed by various shoe factories. 

Since the removing of war restrictions on lasts the 


tendency has been to lengthen out the foreparts until 
an extreme of 414 inches has been reached. Exclusive 
high grade shops have, as a general rule, kept away 
from these extremely long lasts just as they have kept 
away from the extreme short ones because of the fact 
that extremes in both lasts and patterns are exceed- 
ingly dangerous and usually spell “‘fad’’ rather than 
“style.” 

Along with the drawing out of foreparts has come 
a corresponding narrowing of toes until the limit has 
been reached. As foreparts shorten, toes must be- 
come correspondingly wider to allow foot comfort. 
Simply sawing off the ends of the extreme long lasts 
will not solve the problem. New lasts must be 
designed along new. lines. Heels also come in for 
consideration. Aslasts have lengthened, Louis heels 
have narrowed to perfect the “stream line” appear- 
ance. With shorter vamps and wider toes must come a 
change in Louis heels. 

For Spring and Fall, 1919, and Spring of 1920, vamp 
lengths have generally centered around four inches, 
running up to four and a quarter or four and a half 
and down to three and three-quarters or three and 
five-eighths. 

Just where vamp lengths will center for Fall, 1920, 
is problematical but that, generally speaking, they 
will be somewhat shorter seems to be a foregone con- 
clusion. Probably the center will be around 3 5-8 to 
3 3-4 and running up as high as four inches. 


New Last Difficult to Obtain . 


That there will be no extreme and sudden change 
from prevailing styles is most certain from the fact 
that shoe manufacturers experience great difficulty in 
obtaining new lasts from the last makers in sufficient 
quantities to supply unlimited numbers of pairs of 
shoes on any new last which they may install. 

True it is that most factories have a quantity of 
shorter vamp lasts which were used several years ago, 
but the patterns which were then used on those lasts 
are not the patterns that merchants desire today and 
consequently most manufacturers are not seeking 
a large volume of business on those old lasts. It is 
difficult to warm over an old last and make it taste like 
new. 

Oxfords as a Feature in Fall Buying 

Last Fall merchants operating high grade stores had 
difficulty in switching the bulk of the trade from 
pumps and oxfords to high boots. Two reasons were 
apparent for this condition. In the first place, women 
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had fallen in love with the beauty and trim ap- 
pearance of the low cuts which had prevailed during 
the Spring and Summer season and were loath to give 
them up on this account. Then, again, prices had 
advanced materially and the difference in the retail 
price of low cuts and high boots was so great that so 
long as the weather remained at all warm and bright, 
fashionable women were inclined to stick to low cuts. 

In all probability, the same condition will prevail 
for Fall, 1920, unless, perchance, weather conditions 
should interfere. 
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To what extent oxfords will become a factor in Fall 
buying will be determined somewhat by the support 
they receive during the early Spring months of 1920. 
Most manufacturers, however, will include several 
new designs of oxfords and pumps along with the boots 
which they show for Fall, 1920. 

The heavier type of calf oxfords, such as brogues, 
and similar designs to be worn with wool hosiery, will 
undoubtedly cut some figure in Fall purchases. Like- 
wise, some lighter effects with Louis heels will be 
shown. 








From one of the largest manufacturers 
of men’s shoes in Middle West: ‘There is 
no question but what shoes will be higher 
for the Fall season of 1920 than they are at 
present. All leathers have advanced con- 
siderably since the first of the year. Find- 
ings, linings and trimmings have advanced 
considerably also over six months ago, as 
well as labor, all of which have quite an 
effect on prices for the coming season. 
Foreign business is also being offered more 
freely in this country with proper financial 
arrangements made. This will also have a 
tendency to advance prices.”’ 














From one of the largest manufacturers 
of men’s shoes in Chicago: ‘Prices on 
materials, in our opinion, have reached 
the bottom for some months to come. 
Hide and_  cealfskins in the raw, are 
much stronger in price thana few weeks 
ago. Kid is very firm in price and horse- 
hides have advanced about $5.00 a hide in 
the last few days with a still higher price 
in sight. Sheepskins are scarce and high. 
All cotton, linen and silk thread and linings 
are higher than ever, and it is almost im- 
possible to place future orders on any of 
them. Labor is creeping up little by little. 
Cardboard for cartons has increased stead- 
ily. We believe the dealer will have trouble 
in securing enough merchandise, particu- 
larly in the better grade of men’s shoes.”’ 


















From a prominent Cincinnati manufac- 
turer of women’s shoes: ‘‘At this time the 
prices of top grade kid leather still holds firm 
and from our recent investigation of market 
] there will be no decline of any consequence, 
if any decline comes at all. Therefore, as 












Statements of Price Advances 


I see it, there will be no decline in the price 
of footwear for Fall, 1920. Manufacturers 
are paying the highest prices they have ever 
paid for materials and labor and in conse- 
quence women’s shoes will be higher in 
price than heretofore. 

**It has been utterly impossible for us to 
figure shoes at the present time for next 
Fall delivery. We are certain, however, 
that shoes will be considerably higher than 
they were. We have figured just one shoe— 
a bright shoe which we sold for this Spring 
delivery at $9.35 and the price will be $10.50 
for this Fall.”’ ’ 


From a Cincinnati manufacturer usually 
conservative in his statements: ‘“‘I feel at 
this time that if I were a retailer I would 
place my order for staple kid shoes for Fall 
at this time, as I do not believe shoes can be 
bought as cheap later on as they can before 
the salesmen start out with their Fall 
samples.”’ 

In the opinion of another large manu- 
facturer glazed kid shoes will be from $1.50 
to $2.50 higher than previous prices, and 
women’s high grade colored calf shoes will 
be from $1.00 to $2.00 higher. 

A prominent St. Louis manufacturer 
says: “If the retail merchant does not 
place at least the major portion of his busi- 
ness early the coming season, and expects 
to get satisfactory deliveries on orders 
placed late, he will undoubtedly be disap- 
pointed. Every merchant should be so 
familiar with the labor and materials 
market at this time that he would be in- 
clined to place orders early for at least his 
regular requirements.”’ 
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Philadelphia Shoe Travelers Hold Annual Banquet 


Importance of Salesman to Shoe Craft Emphasized from Three Different 
Viewpoints---Movement Launched for Shoe Building 


stone in the arch of constructive progress iv 

the shoe industry, and that his influence, not 
only collectively, but individually, is going to be tre- 
mendous in guiding business through safe and sane 
channels for 1920, was driven home in emphatic man- 
ner at the annual banquet of the Philadelphia Shoe 
Travelers’ Association, on January 27. 

This emphasis was established not through the 
words of the salesmen themselves. It was made clear 
by one of the most prominent retail merchants, by one 
of the most prominent manufacturers in the country, 
and by a professor whose sound and human economics 
have won him the right to speak as an authority. 
These men were A. H. Geuting, who has just finished 
a term of constructive fighting as president of the Na- 
tional Shoe Retailers’ Association; John C. McKeon, 
of Laird, Schober & Co., and Professor John D. 
Mahoney of the West Philadelphia High School. 


Talk by A. H. Geuting 


The question of future efficiency and prosperity, 
not only of business but of the nation as a whole, Mr. 
Geuting pointed out, is bound up irrevocably in the 
development of craft associations in the business 
world, and salesmen are nothing less than “the eyes 
and ears of their crafts’’ as well as one of the most im- 
portant links in the chain which binds the producer to 
the consumer. 

He traced the development of the shoe industries 
and trades from the individualistic and chaotic con- 
ditions of fifty years ago, through the period of trust 
associations, and corporate amalgamations to the be- 
ginning at the present time of the ideal organization 
of the future, the craft association. 


"| w= the traveling salesman is truly the key- 


An Erroneous Theory 

“They tried to tell us down in Washington,” he 
said, “that the salesman was a non-essential, and 
there was a tremendous amount of destructive effort 
expended in trying to find ways and means of elimi- 
nating him or squeezing him down to an irreducible 
minimum. And in so far as they succeeded in doing 
this they succeeded in handicapping the efficiency and 
co-operation in business. 

“They had a theory. It was an old one, not new. 
They believed that the salesman was of no value in a 
non-competitive and controlled market. 

“Regardless of the tightest control or the 
keenest competition, business must inevitably 
move backward if the salesman is eliminated.”’ 





Developing Associations and Checking Rumors 


Mr. Geuting made two emphatic appeals to the 
salesmen, first to throw every effort in their power 
toward aiding the development of craft associations 
with their power to influence Government and legis- 
lation into sane, efficient and constructive channels, 
and second, into combating the waves of rumor and 
accusation against merchants and manufacturers 
which are sweeping the country. 

As an instance of how the wildest and most de- 
structive stories are passed around on apparently 
sound authority, he told how a certain woman promi- 
nently connected with the Department of Justice 
mentioned to him the experience of a Boston mer- 
chant who had failed to move a line of shoes marked 
at $8.50. He tried the experiment of tagging them 
at $14, she said, and cleaned out the whole lot in 
record time. 

“Such a statement, of course, was ridiculous,”’ said 
Mr. Geuting. “Every retailer knows that when a 
number of women go out to spend $14 on shoes the 
vast bulk of them shop around and look pretty keenly 
at values. I have had too many examples of it myseif 
from my own past department store experience. 
Forced sales always fell far short of their mark while 
our real bargains were snapped up in no time 
at all. 

“T asked this woman for the name of the merchant. 
She could not tell me, so we started an investigation 
of our own. We canvassed every single merchant in 
Boston, and could not find one who had had such an 
experience.” 

He urged the salesmen to challenge the narrators 
of such stories for their proof every time they heard 
them. 

Talk by John C, McKeon 


Mr. McKeon dwelt from the manufacturers’ point 
of view on the importance and the influence of the 
traveling salesman. He endorsed the appeals of Mr. 
Geuting and drew for the salesmen a picture of world 
conditions in the trade. Deflation of currency, the 
principal factor of high prices, he pointed out, is not 
confined to thiscountry, but is a world-wide condition, 
with the depreciation of money many times worse in 
other countries than it is in the United States. 


A Continuation of High Prices 


High wages, he said, constitute no cause for worry, 
that industry had never suffered through the pros- 





Feb. 7, 1920 


perity of its workers. He looked for continued high 
prices, and quoted conditions to show that there was 
no danger of a leather invasion of the United States 
by Great Britain, and no danger of serious competi- 
tion from British shoe imports. 

The future of the trade, he said, depended on the 
wisdom, foresight ard ability of those in it to change 
quickly to meet changing conditions and problems, 
and that American business was in no danger of fall- 
ing short of the mark in this respect. 


Government Insurance for Soldiers 


Professor Mahoney deplored the tendency of 
theoretical government officials to interfere in busi- 
ness, and quoted a striking example of the govern- 
ment’s own flat failure when it tried to market a 
“sure thing,”’ at a price far below cost and competition, 
without the use of salesmen. He referred to the 
government insurance for soldiers. 

Officials figured that when the announcement of 
the government’s offer was made, at prices which 
eliminated all salesmen’s commissions and expense of 
doing business, there would be a rush for the policies. 
Insurance salesmen were vilified and held up as 
parasites in the effort to make this insurance look 
more attractive. 


Salesmen Come to Government’s Rescue 


But no rush developed. And after two weeks of 
waiting, the government “called for help,’’ and the 
vilified salesmen volunteered to go into the camps 
and sell the insurance without compensation, with 
results that were more than satisfactory. 

“But,” said Professor Mahoney, “‘don’t think for a 
second that the cost of that insurance was lowered 
simply because the premiums were lower than those 
of the regular companies. It was paid by you and by 
me and all the other tax payers of the United States, 
as well as by the patriotic salesmen who gave their 
time and effort gratis to selling it. 


Address of President Oberfield 


Frank Oberfield, the new president of the Phila- 
delphia Shoe Travelers’ Association, made his initial 
address at the banquet. He won a storm of applause 
with his concise and constructive program for the 
coming year. 

He launched a boom for Philadelphia as the next 
selection for the convention of the National Shoe 
Travelers’ Association. 

He also launched a movement for the acquisition 
of a shoe building for Philadelphia, in which the nearly 
200 members of the association and salesmen not 
members of the association now should have their 
offices and show rooms, that all the shoe buying in 
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Philadelphia might be more quickly, conveniently 
and efficiently transacted under one roof. 

It was to be noted that Mr. Geuting and the other 
retail merchants who were present as guests of the 
association gave the most instant and hearty applause 
to this suggestion, which also received the viva voce 


approval of the shoe travelers themselves. 


William F. Schoell, Toastmaster 


William F. Schoell, who acted as toastmaster, him- 
self contributed many of the constructive thoughts 
which the meeting brought forth, and traced the de- 





Records of Business Lost 


Merchants Should Send Duplicate{Orders to F. B. 
Higgins Company, Aurora, IIl. 


We are in receipt of the following letter which, 
under the circumstances, we feel is deserving of all 
possible publicity. 

The F. B. HIGGINS COMPANY, 
Aurora, Illinois. 

On Friday, the 16th, my hotel room in Boston 
was entered and robbed of everything that I had 
down there with me, including my clothing, bags, 
etc. In one of these bags was my record of all of 
the business we had taken at the convention, and 
this was the only record that we have. 

We thought perhaps it would be a good idea‘to 
ask you to run a notice to the effect that Mr. 
Higgins of the F. B. Higgins Company had had 
his baggage stolen out of his hotel, and ask any 
dealers who placed any business with us to be kind 
enough to send in duplicate orders so that we 
could make copies and return the duplicates to 
them, and in that way locate at least a part of 
this business. 

We penetrated this Eastern market for the first 
time at this convention and we prized these 
orders very highly because we had gotten a splen- 
did distribution through the New England States. 
You can see what it means to us to lose all of these 
records. 

Yours truly, 
THE F. B. HIGGINS COMPANY. 
(Signed) F. B. Higgins. 


FBH. CMC. 











velopment of the Philadelphia Association into one of 
the strongest and most cohesive organizations of its 
kind in the country. 


An Excellent Program 


An unusually excellent program of entertainment 
was provided, of which by no means the least mirthful 
part developed when it was discovered that Mr. Mc- 
Keon, who spoke before Jim Devlin, the peerless 
monologuist, arrived, had stolen some of the latter’s 
thunder from a previous affair. 
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guNN is more than a famous center for the production in 
great volume of Women’s and Children’s shoes and 


Men’s slippers. 


She enjoys international prominence for the style excel- 
lence put into those shoes. 


In this respect Lynn’s shoe products are in commendable 
contrast with the style standards too often prevailing in dis- 
tricts where large volume of output is a predominant feature. 


Thus, Lynn’s whole fabric of shoe industry organization 
is a constant invitation to producers of style footwear to 


locate their plants within her precincts. 
3 = SS ; 
i Makers of the best lasts and patterns in the Trade know 
that in Lynn their newest, most desirable offerings have a 
constant market. 


ALLEN, Foster, BripGeEo Co, BarTLETT-SoMERS Co. 
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Making 


Operatives and foremen especially skilled in putting real 
style into footwear never have to seek openings in Lynn’s 
shoe plants. They are sought. 


Characteristics of manufacturing policy such as these do not 
just “happen.” They come from principles and policies created by 
years of successful business practice, tested by results, and proven 
wise by the registered approval of highest-class distributors through- 
out the Trade. 


So, as “The Mother of American Shoemaking.” Lynn has*as 
one of her offspring the creation and distribution of style values 
whose dependability helps to make her name and the names of her 
many shoe manufacturing concerns famous everywhere. 


Lynn’s welcome—financial and otherwise—to new shoe indus- 
tries is substantial and genuine. 






P. J. HARNEY SHOE Co. HENNESSEY, Maxwe.i & HENNESSEY 
G. W. Herrick SHOE Co. T. J. Kiety & Company 
Watson SHOE CoMPANY Wi.utiams, Ciark & Co. 
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The 
ATTRACTIVE'NESS 


of a shoe is the first selling es- 
sential — Next, beyond any 
question is the fitting quality 
—And third, the Service to 
the purchaser. 


In all of these points 


H & M_ SHOES 


have built a reputation second 
to none. 

STYLE, FIT, and QUALITY 
are the watchwords of our 
Production Department. 





ASK ANY 
H&M 
DEALER 


SlelmingJ/tKenz(e 


Atlislict | Stakers 
re SM 

Black Kid, Turn . Cincinnati 

Sole, 17-8 Full WELTS AND TURNS EXCLUSIVELY 

Louis Covered St ge a te 

Wood Heel. 
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ISS ELIZABETH 
NORTON of 
Brookline, a com- 
mercial artist and _illus- 
trator, has an ideal foot. 
It is not the smallest foot 
—it does not possibly have 
the highest arch, but it is 
normal and well formed, 
and totally unspoiled by 
extreme 











the wearing of 
footwear. 
During the National Con- 
vention week, the “Boot 
and Shoe Recorder” 
hibited, in connection with 
Dr. J. J. Lowe, a widely- 
known X-Ray specialist of 
Boston, a portentous ma- 
chine named the ‘‘Footoscope.”’ 


ex- 















“Recorder” Prize Winner 


Perfect Foot of Miss Norton Selected from 800 Contestants 
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MISS ELIZABETH NORTON 


This machine, 


of which Dr. Lowe was the inventor, created 
quite a sensation 


spectator 
look down 


at the conven- 
tion. 


By placing the 


booted foot in 
an opening, a 


could 
into 


Miss Norton’s Foot With- 
out Shoe 











the machine and 
distinctly see the 
bones of the foot. 
From the thou- 
sands who tried 
the “Footo- 
scope,”’ Dr. Lowe 
selected over 800 
examples, giving 
to each a per- 
centage rating, 






based on bone construction, 
alignment and absence of 
deformities. 

When the final -results 
were tabulated, Miss Norton 
was adjudged the winner 
of the prize and was pre- 
sented with a $20 gold 
piece. The two photographs 
of her prize-winning feet 
are here shown, one as the 
natural foot, the other in 
the shoe that Miss Norton 
regularly wears. 

Great interest is being 
manifested in this inven- 
tion by shoe merchants the 
country over. By its use 
they see the solution of 


many fitting problems and are at the same 
time keenly aware of the value of the “Footo- 


scope” as an aid 
in the correction 
of shoe fitting for 
the growing feet 
of children. 

This 
is also exceeding- 
ly well adapted to 
correct bone de- 
fects in men’s 
feet, particularly 
the feet of young- 
er men. From five 
to six months are 
usually required 
before the proper 
straightening of 
the bones is ac- 
complished. 


machine 





Miss Norton’s Foot in Walk- 
ing Boot 
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A Little Catechism 
in Shoe Prices 


AIDA TE eggs oe 


Q. “In absolving the shoe industry from guilt of general profiteering 
was the Boston convention of the National Retailers right?” 


A. Yes—because profiteering means willful and premeditated charging of unjusti- 
fiably high prices. No cases of extortion other than widely isolated ones have been 


Shown. 
Q. “What undercurrent of feeling as to present shoe prices, if any, 
existed in that convention?” 
A. That prices, regardless of everything, MUST become moderate; that the public 
wants reasonably-priced shoes ; that manufacturers and retailers are nowadays thinking 
-not illegally but nevertheless erroneously —in terms of too much imoney for footwear. 
Q. “Speaking plainly, is it possible to get nowadays, in any depend- 
able make of shoes, high value at moderate price?” 
A. Certainly. 
Q. “Name one such line.’ 
A. Bates Shoes. 
Q. ‘How do you know?” 
A. Look at the case goods; then look at their wholesale prices; then look at their 
retail prices. 
Q. “Who wears them?” 
A. A healthy proportion of the sensible American men who continue to entertain 
a decent respect for their feet and their pocketbooks. 


OR niiier 


b] 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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‘Every Shoe a Business Builder 







































































































































































Dull Luna Kid, One Eyelet Tie. 











Prompt Deliveries 






















































































































































































Quality Turns That Are 


Real Business Getters 


Hopkins & Ellis’ Turn Shoes of Quality present 
such a satisfactory combination of style, work- 
manship and value that they are winning in- 
stant approval of retailers who cater to women 
of the better class, who demand not only style 
but real wearing qualities. They are made from 
carefully selected leathers on the very newest 
lasts, by men who have earned reputations 


as master shoemakers. 




































































HOPKINS & ELLIS 


HAVERHILL, MASSACHUSETTS 
Boston Office 108 Lincoln Street 
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LuclIUS BEEBE & SONS 


129 SOUTH ST. BOSTON, MASS. 





VICI 
KID 


BLACK AND COLORED CHROME SOLE 
SHEEPSKINS FINDINGS 
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AYER TANNING CO. 
MANUFACTURERS OF 


RUSSIA CALF 


BOARDED AND SMOOTH 
BLACK AND COLORED SIDES 


CALF LININGS 


MAT CALF 
METAL CALF 


PATENT 
COLT 
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EXCELSIOR 


IN STOCK SERVICE: 


24 HOURS 









Timet= EXCELSig 









STOCK SHOE DEPARTMENT y 4 
All Orders for SHOES IN STOCK Shipped WITHIN 24 HOURS After They are Received 





This Is an Opportunity That Should 
Appeal to Every Retailer Today. 






TWENTY-FIVE STYLES OF BOYS.» GENTS SHOES IN STOCK 


IN TANS AND BLACKS-GOODYEAR WELTS AND M-KAYS 
















FINE GOODYEAR THE EXCELSIOR SHOE CO. “IN STOCK CATALOGUE HIGH GRADE 
WELT DRESS SHOES oa , McKAY WELTS 





























WE HAVE A STANDING \||| MAKERS OF THE 
REPUTATION FOR THE |) ORIGINAL BOY SCOUT 
WEARING QUALITIES |) SHOE. NOTE THE SCOUT 
OF OUR SHOES COIN ON EACH PAIR 














: = 
| Style S11—Brown Russia Style B3S1—Brown Russia 


THE FINEST VAUIES |] | fiers” Becca | ieee OUR STYLES AND 
MODERATE PRICES |} = =~ ;  Penpbecwsay LASTS ARE THE LATEST 


























A PAGE FROM OUR NEW STOCK SHOE CATALOGUE 
NOW GOING OUT 


LOOK AT OUR STOCK SHOE CATALOGUE TODAY. If you do not have one 


write and we will send it by return mail- size your stock and.send your order today. 


The Fxcelsior Shoe Co. 
Portsmouth, Ohio. 
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[F the salesman tells you, “It’s 
made o0f NAVONOD 
CALF,” you may pretty safely 
dismiss all further question about 
the quality of the shoe. 


Manufacturers who use NAVO. 
NOD CALF can usually be re- 
lied on for quality shoes through 
and through. 


“NAVONOD CALF is the 
outward evidence of quality 
within.” 
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GREGORY & READ cor 








ETAIL merchants 
and department store 
buyers enjoy a satis- 

faction and resultant profit 
in handling the Gregory & 
Read line. The shoes are 
started right—the organi- 
zation is keyed to high effi- 
ciency—lasts are correct in 
their fundamentals as well 
as in details of style—pat- 
terns fit and merchandise 
selected with care. 


At your request we will be glad to If 
send the name of your nearest vr 
Gregory & Read wholesale dis- 


tributor. | 
XN 


GORY and READ CO 
CR RASSACHUSETTS 


HIGHEST GRADE MSKAY 
FOOTWEAR FOR WOMEN 


A 


y 
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Story Of A Real Shoe Lining 


It tells the shoe-wearer in an interesting, non-technical way, what the Right 
Kind of Shoe Lining means to the service and comfort of a pair of shoes. 
When you sell a pair of shoes lined with “Rede, put in one of those booklets. 
You are giving your customer more value for the money—let The Service Stripe 
tell hm why Give one to each of your salesmen to read—the information will 
be of value to them. We will send you as many as you require free of charge. 


The Service Stripe is being distributed to shoe-wearers in connection with our 
full-page Saturday Evening Post advertising. 


Farnsworth, Hoyt Company, Boston 
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i ® 
' Ready-to-Ship Styles of the 
! 
| “Dalton” Shoe for Men 
i 
! 
| STOCK NO. 587 ; ; 
j BROGUE LAST Have you tried our stock department service? 
j Gallun’s, 4 Norwegian No! Well, you have missed something. 
rogue xtord, awnhidae 
i i ° . 
! Since end Widton AA and Our Stock Department is for the convenience 
| A, 5 to 11 and accommodation of customers and our sales 
j Price $9.75 show they appreciate it. 
! The shoes are constructed of the best material 
} and are well made by high class shoemakers. 
! The styles carried in stock are those that are 
! in greatest demand. 
! All shoes sent in plain cartons and unbranded. 
Send for Catalogue showing full line of Dalton Shoes 
STOCK NO. 512 
- pe i. STOCK NO. 524 
Sherry? Ca ity Bal, 
Single Sole, Leather Seal ay 5a 
New Extreme Narrow Gallun’s 4 Norwegian 
bow tre" oe Brogue gnats Faas i 
»A,7t ; DB, 32; 1 ole 
Cc, D, 5% to the Siow and tdtho: AAsad : 
Price $10.00 — ras 
Price $10.75 
t 
] 
! 
vancent 








COMPANY 
INCORPORATED 


Makers of Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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Spring Stock Style Catalogue of 
“Keith’s Konqueror” Shoes for Men 
will be ready to Mail February 15th 


Every dealer keen for snappy styles 
at right prices will want a copy. 


Be sure of getting yours by 
sending request for same today. 


THE 


Preston B. Keith Shoe Company 
Brockton (Campello Station), Mass. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 
































NON-POISONOUS 


“SILVERSHINE”’ 


NEW YORK’S best known and only 
non-poisonous a and polishing 
Cleanser for Silver Slippers. 


Price $4.50 per doz. $48.00 per gross. 


We will send you 1 doz. Express pre- 
paid; if after trial you will find it not 
satisfactory, you may return it at our 
expense. 
Non-poisonous ‘‘GOLDSHINE”’ for 
GOLD SLIPPERS 
Doz. $5.00. Gross $54.00. Style B-1702—Black Kid Lace Oxfords, Goodyear 
Welt, 15/8 Leather Heel. AA to C $7.50 
Style B-1708--Dull Mat Kid Lace Oxford, Imitati 
SILVERSHINE COMPANY Tip, Goodyear Welt, 19/8 Leather Louis Heal, AA 
127 Duane Street toC $7.00 
NEW YORK 








See Us When in the Market 


G. E. LIPPMAN SHOE CO. 


Agent for LYNN & CO. 1627 Washington Ave., 7th Floor St. Louis, Mo. ” 
= 


New York and Vicinity 127 Duane Street =) 
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-M-ELWAIN 


TRADE MARK 





O promote better service 

to our dealers, we have 
made every provision in our 
new, perfectly appointed | 
establishment. 





Write, Wire or Telephone Today 


McELWAIN-BARTON 
—SHOE COMPANY— 


Direct Factory Distributors 


KANSAS CITY, MO. 
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A “Wingate” Turn 
Of White Cloth 


AN ALL QUALITY 
OXFORD THAT WILL 
PROVE A BIG SPRING 
SELLER 


) 52 LAST. 17-8 FULL 
No. 0888 __, . LOUIS COVERED 
. HEEL, ALUMINUM 

| PLATE 


Wingate Shoe Corp. 


Haverhill, Mass. 
NEW YORK OFFICE, 503 MARBRIDGE BLDG., West 34th St. 
E. BARNETT, Representative 
BOSTON OFFICE, ROOM 303, 183 ESSEX STREET 
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Mr. Retailer: 


The most vital part of a shoe, just like that of a man, is a 
Good In-“‘soul.” There is no difference, except in the spelling. 
Vital, because of the real Comfort and Health-giving proper- 
ties that good “insole” possesses. “The Dayton” cushion 


insole has these qualities. 
Our high quality cushion insoles will win for you the trade of not only those who 
are now using cushion insoles but many who do not as yet appreciate their comfort. 


Made in all sizes for men and women. 


Write for a trial order. 


DAYTON INSOLE CO. 


123 MILL STREET o « - DAYTON, OHIO 
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Sense of Security 


HAT is the feeling in the minds of Harney customers. They 

know by experience that they will receive the quality 

of merchandise expected and at the time agreed. It is this 
standard in merchandise and method that has enabled Harney 
to prove the efficacy of the trade acceptance plan of closing 
accounts. . 


Our customers are so secure in their minds as to the standard 
of Harney practice that they are willing to pay for their mer- 
chandise at time of shipment and before the goods are in their 


store. 


Seventy-five per cent of Harney business is closed by trade 
acceptance—a record that means security to every buyer of 
Harney Shoes. 

YOU may be situated far from the manufacturing centers. 
Buying from Harney will give to you this same sense of mer- 
chandise security. 


P. J. HARNEY SHOE COMPANY 
Manufacturers of Shoes and Good Will 
Factory and General_Offices 

LYNN, -- MASSACHUSETTS 


BOSTON OFFICE: 183 Essex St IN-STOCK DEPT., 78 Lincoln St.. Boston 
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For “At Once” and Fall, 1920 


MAHOGANY SANDALS AND OXFORDS 
McKAY AND STITCHDOWN BOOTS 














PRICE LIST? 








HAGERSTOWN SHOE & 
LEGGING COMPANY 


HAGERSTOWN, MARYLAND 
U.S.A. 


























[ THE ADVANTAGES OF 


SHEEPSKINS 


For All Purposes 
GLAZED BLACK GRAIN COLORS 


DULL BLACK COLORED OOZE P fect 
SHAVED RUSSET WHITE SHEEP erfection 


Besse Osborn & Gdelt | | Circlettes 


INCORPORATED 





Sheepskin Tanners 








51 South’ Street 
Boston, Mass., U. S. A. With the Sharp Shoulder and Broad Wear- 
T anneries: ing Surface 


Peabody, Mass. Clinton, Me. 
They don’t scratch floors They do protect 
They don’t wear slippery They do stop uneven wear 
They don’t drop out They do prevent runover heel 
PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 2", 






































For Steady Sales 


The shoe merchant who will in- 
vestigate A.F.B.-made women's 
stylish, flexible boots and low 
cuts, will find a line of shoes 
that will sell consistently and at 
the same time develop confi- 
dence among his customers. 
They meet the requirements of 
the most careful feminine buyer. 


ALLEN, FOSTER, 
BRIDGEO COMPANY 


Factory at Lynn, Mass. 


Boston Salesroom - 207 Essex St. 
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Heel «x1 Edge 
ENAMEL 


—gives that much desired 
RENEWED appearance to 
heels and sole edges. The 
newness endures, for Repco 
does not rub off. It contains 
no varnish, shellac or other 
gummy substance. Repco's 
beautiful finish of lasting 
newness insures complete 
customer contentment. To 
meet every modish require- 
ment Repco can be had in 
Havana Brown, White, Iv- 
ory, Light Gray, Dark Gray 
and Champagne. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


BRANCHES 


eS SEPP Creer Ter Te 87 Main jetacns Clow. TH Wc scacces 124 Main 
Brockton, Mass 93 Centre ynn, Mass..... 60006ecesee aeeee Philadelphia 221 North 13th 


Cincinnati 708 Broadway Marlboro, Mass 11 Florence Reshemes OY... .o.<snceae 130 Mili 


18 South Market Milwaukee : . 
New Orleans St. Louis 1423 Olive 


37 Warren 
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Casko 


HOE satins should be 
specially made for shoes— 
in order to give real satisfaction. 


Satin slippers cannot be satis- 
factorily made from ordinary 
heavy satins. 


Many a retailer has been bit- 
terly disappointed in the results 
given by such satins. 


S tl 
OU cannot know how 
much better service Cas- 
ko Satins give until you specify 


their use in your satin shoe 
orders. 


Casko Satins are the result 
of long experiment for that 
‘“Sust right” combination of 
strength and beauty. 


Every kind of fabric for the outside of a shoe 
will be found in the Casko Line. 


Casko Fabrics are made in all staple colors and 
we will make special colors to match any leather. 


Casko Shoe Fabrics Corporation 


Manufacturers and Distributors 


S.W. Corner Fourth and Arch Streets 
PHILADELPHIA, U.S.A. 


New York Boston t. Louis 
A. J. HAAS A. W. BLISS a KORNDOERFER & CO. 
it Spruce Street 106 Beach Street Leather Trades Building 
Rochester H. J. FRALEY ry 
GEORGE C. SMITH Pennsylvania BENNETT. JR 
4 Church Street Representative 1015. ania National Bank Bldg. 
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Buyers’ Easy Reference Directory 


_ 


[ ~ Jhose totally different shoes : 
Women’s Brogue Oxfords 


i IN STOCK No. 4500— 
Sy Russia Calf 
Brogue Oxford, 
GoodyearWelt, 
Outside Wing 
Tip, 9-8 inch 
Heel, AA to C. 
Price... . $8.25 

No. 4501— 
Same as 
shove in Black 


WATSON 
Model 


173 SUMMER STREET 


BLUESTEIN BROS. BOSTON, MASS. 
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—nationally 
advertised 


—distributed 
internationally 


G3 weene 
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A representative 
will call at your request 


WEST ALHAMBRA CALIFORNIA 
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BLACK BOUDOIRS 


$1.65 Less 5% 10 days 
Red and Tan $1.85 
Any sizes from 2% to 8 


Send us yourorders. Dept. X. 
Goods are shipped the day order is received 


THE BAKER SHOE CO. 


CAN — 
VY \A Za 280 River St., Haverhill, Mass. 
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| CFine 
‘Welt Footwear 
for Women 








WELCH, MOSS & FEEHAN CO. 





HAVERHILL, MASS. 


























SUPREME QUALITY 
SHOES FOR MEN 


POPULARLY PRICED 
At Once Delivery 
SAMPLES SUBMITTED 


LANDE-RUTKIN SHOE CO. 


104 READE ST., NEW YORK, N. Y. 
































Kistler, Lesh & Co. 


SOLE LEATHER 
AND | 
BELTING BUTTS 


TANNAGES 
Mt. Jewett Burke 


332 Summer St., Boston, Mass. 


St. Marys Muskegon 








LIGHTEST 
MOST FLEXIBLE 
MOST 

g COMFORTABLE 


PEOPLE with foot troubles never cease 
looking for relief. When they find 


it, their trade is con- , 
fined to the_ store 
which gaveit. FOOT- 
GUARDS can be 
relied upon for relief 
and continued com- 


store, they are'sre Flexible Arch Support Company 


sales producers. Write 
for details. 69 E. 12th Street New York, N. Y. 

















Bring Down the High 
Cost of Baby Shoes 


By stocking No. 885 Baby 

Soft Sole Button, made with 

Patent Vamp and Collar— 

In White, Champagne and 

Gray Kid Tops. Sizes 0to4 

Packed Assorted or Solid Colors 
Orders Filled Same Day Received 


LITTLE CHICK SHOE CO. 


101 S. WELLS ST.,_ - - CHICAGO 


$7.25 Per Dozen. 
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No. 2080 
IN STOCK 


Gun Calf Lace, McKay, 
Black cloth top, 13-8 
heel. ‘idths: 








militar 
B, C 








“We Make Dollars For Live 
Shoe Merchants’’ 


Our In-stock department is 
comprised 0s women’s misses’ 
and children’s seasonable 
specialties, ready to ship at all 
times. Our policy of carrying a 
few good numbers in a large quan- 
tity makes pessible conservative 
prices and immediate deliveries. 

















110 Summer Street 


MERCHANTS SHOE CO. 


BOSTON, MASS. 
































CERTIFIED 


1920—1812—108 YEARS’ 





HARDWARE 








PRODUCTS 


QUALITY 


EXPERIENCE MAKING 
GOOD BUCKLES 








BUCKLES FOR FOOTWEAR 


No. 238 


No. 214 No. 416 


FURNISHED IN HIGHEST GRADE 
NICKEL OR BRASS PLATE 








WHOLESALE — CONNECTICUT 
185 











rity of the. business 4 is as bright: as: “ite 
past. ” ani s t Me ; 
"Buckle Pe dissery 3 Started in New Britain 
oe Vawally as obscure as the statistics on prodite q 
of polishes is the history of buckle making in New 
England. It is known definitely, however, © that 
buckles were made in a small factory located ‘on the’ 
present site of North & Judd Manufacturing Company 
at New Britain, Conn., as early “as 1812, when. 
' Alvin North, planted the seed that has flourished into 
the\ seventeen-acre North & Judd Manufacturing 
Company plant of -today. This fact clearly discloses 
that buckle making has been part of the industrial life’ 
of New. Britain for more than_one hundred years, ~~ 


~ Buckle Industry Has: Grown Tremendously ~ 


The past. year saw the buckle as a shoe ornament , 


Kcome into ity own.” The fad grew by leaps and bounds, 
til finally’ the buckle’ manufacturers were ‘ard 
In the begi 






* 





















ssed_in the matter of ‘broduiction: 








[From New England Edition of Shoe Findings] 
—_>——_- 


NORTH & JUDD 


MANUFACTURING CO, 


NEW BRITAIN 
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Live Merchants Will Answer This Advertisement | 


Rid your shelves of dead stock: Every shoe store accumulates 
more or less small sizes, slow sellers, odds and ends, or out-of-date mer- 
chandise. Invest the money you can realize for these shoes in good, 
salable shoes. Keep your trade and make your regular profits. 

Don’t figure your dead stock at cost and get rich on paper. You 
know well that they are worthless. Be alive! Progressive! And carry 
a clean stock. 

Were it not for the fact that we export this class of merchandise to 
foreign countries, where in turn they are sold as children’s shoes at 
very low prices, we would not be able to use them at all. However, 
we are in the market now to buy all kinds of shoes, whether old- 
fashioned or small sizes and pay the following prices: 


SASSY We ye 


See 


be 
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Leather Shoes 


Women’s Shoes.......... $1.00 a pair 
Women’s Oxfords......... .75 a pair 
Men’s Shoes 2.00 a pair 
Men’s Oxfords............ 1.50 a pair 
Fabric Shoes such as Canvas, 
ere 50 a pair 


CREECH 


A: 


KECK PAP PAE 


CREP EEREREES 


Ship us what you have to dispose of, on receipt”of which we will 
send you our remittance. Ship via freight: Unless your shipments 
weigh 100 pounds or less ship via express. 


References: 


Pacific Bank of N. Y. 

Boot and Shoe Recorder 

The Shoe and Leather Agency 
R. G. Dun & Co. 

Bradstreet 
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Write us what you have. If your merchandise is salable for domestic 
trade, we can pay more. 


XH. $ Gilles, bo Cn 


Exporters and Jobbers 
315-317 CHURCH STREET NEW YORK CITY 
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AVP 
MODEL 122 





A Typical 1920 Style in the 
E & M Shoe ot Quality 


Patent ‘““THAIS”’ Double Cross Strap 
Turn, on our Number 19 Last, with 
New Toe Effect. Carries 16-8 Full 
Louis Heel with Aluminum Plate 








EMERY & MARSHALL CO. 


HAVERHILL, MASS. 






WARREN H. TUCKER CHARLES L. MARKS J. B. LAUGHLIN LARRIE H. SASS 
In New England Eastern City Tradeand Throughout the Middle On the Pacific Coast 
Office at 183 Essex St., Southern Territory West 






Boston with New York 
1008 Marbridge Building 
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3 Big een oe Of Many 


Griffin Polishes 


GRIFFIN RAPID BLACK DYE 


For converting shop-worn Tan Shoes into 
a Lasting Black. o odor—No Poisonous 
Oil of Myrbane. 

Small Size, $15.75 gross, $1.40 doz.; Large 
Size, $22.30 rem. #2. 2.00 doz.; Quart, $1.15 
each; Gallon, $3.7 


GRIFFIN MANUFACTURING CO., 


67-69 MURRAY STREET 


GRIFFIN 
gpHtEH WAL sp, 


DRESSING 


Leather Insurance 


OCM/AA SA 
25 


GRIF Iy| 
San | 











GRIFFIN 


“SUPREME 
SELF-POLISHING DRESSING 


For ladies’ and children’s shoes—Softens 
and preserves the leather. 


5 oz. Size only, $24.00 gross, $2.15 doz. 


GRIFFIN LOTION CREAM 


In white, black, light tan, Havana brown, 
dark bro " light gray and dark gray. 

baer softens and polishes all kid leather. 
Contains no injurious acids. It is to the 

leather what cold cream is to the skin. 


3 oz. Size, $21.00 per gross, $1.80 per doz. 


QUALITY” 


Ine. 
‘ NEW YORK, U.S. A. 














Your Name 


and address on a postal 
card is all it will cost you 
to get among the “live wire 
buyers’’ who will soon get 
a catalog of unusual inter- 
est. If you wait to see a 
worthwhite line write today 
or 


Use the Wires 


—BLEECKER'S Sigh Mtl HOE COZ 


JHE Liv VE WIRE HOUSE —— 7 


NOVELTIES & STAPLES 
WOMENS-MENS BOYS-GIRLS 
148 150 Duane Stacer 


NEW YORK. NY. 
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NOW READY! 
1920 DIRECTORY 
OF 








Shoe Manufacturers 


Covering all the improved features of previous 
editions, thoroughly and carefully revised to 
date. Over 200 new firms and reorganiza- 
tions, changes in addresses, changes in lines of 
production, etc. Remember this is the only 
Directory giving complete description of 
product, output in plain figures, and contain- 
ing the names of actual manufacturers—no 


jobbers included. 
Price $2.00 Postpaid 


Shoe Trades Publishing Co. 
683 ATLANTIC AVE. P BOSTON | 
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Neolin Soles 


WILL PUT SUNSHINE > 
INTO YOUR BUSINES: 
r - -  . ; 

y= shoe prices as they : 


are now, your customers 
_are looking for uncommonly 
long wear from the shoes they 
buy. We now have in stock a 
number of up to date, attractive styles 
in men’s, boys’ and girls’ shoes with 
Neolin soles and Wingfoot heels. They 
will give your customers splendid serv- 
ice, and are all backed up by the 
Goodyear guarantee on their Neolin 
soles and Wingfoot heels. A stock of 
these shoes on your shelves will enable 
| you to meet the demand for Neolin 
soles and Wingfoot heels which is 
growing larger all the time, and en- 
able you to offer your customers desir- 
able footwear at a popular price. There 
is going to be a big Neolin business 
this Spring and it is time now to get 
ready for it. 
Ask for catalog. 
























Www ds Qanos Gouging, 


Manufacturers 


ST. LOUIS, U. S. A. 
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SPRING SHOES 
IN STOCK 


! 
| PLAIN pumps will be in big demand 
I 
y 
| 
| 








| 

y 

| 

! 

this season. Not only for this Spring, but ih Pins: , 1 
for every month in the year they are the safest heel, heavy turn sole, medium length 
| 

i 

N 

: 

! 

| 

| 


vamp, medium narrow toe. 
and surest sellers. Widths AA, 314 to7 
“ A,3 to? 
We have this one in stock ready for imme- B,3 to7 
1“ C, 244 to74 
‘ D, 2144 to714 


diate shipment. 
Price $6.00 net 30 days. 





NEWTON SHOE COMPANY 


HAVERHILL, MASSACHUSETTS 

















| AVE you profited from attending the National Shoe Retailers’ 
Convention? 

Tarco Business Records are necessary for you in order that you 
may know everything about your business. 

We will send free for your examination complete outfit of 
Business Record Systems for Retail Shoe Dealers with Book of 


Instructions. 
WRITE TODAY 


TALLMAN ROBBINS & CO., 313 w. SuPERIOR STREET, CHICAGO 








Its Users Are Its Best Recommendation 


WE know you will want one of these wonderful little 
machines if you‘once try it out. Of the hundreds Price 
we have sold we have yet to hear one complaint. When $17.50 
may we eliminate your counter troubles? 





| ye did us a great favor by showing us your Counter Flexity 
Machine. It is a wonder. We would not sell it for fifty dollars 
if we could not get another. It does the work in such an easy way 
without any injury to the shoes. 
| PEDIFORM SHOE CO., 36 W. 36th St., New York 





COUNTER FLEXITY MACHINE CO., Lynn, Mass. 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


sett ttag, 


The finished, fash- 
ioned and fitted 
shoe is intended 
for the foot only. 
Anything added 


will cramp the 


It is an integral 
part of the shoe; 
is locked to the 
insole. It cannot 


abrade the skin. 


It preserves the 





foot, injure the 


shape of the shoe, arch and destroy 


the shoe. 


gives support to 


the arches and 


ease to the foot. This is common 


sense. 


The shoe is for 
Don't put a quart the foot and not 


into a pint meas- a store house for 





ure. appliances. 





The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 








It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of science and sense. It is the answer to weak and broken arches. Ask for shoes equipped 


with it. 
BOSTON 
BRANCHES: 
Auburn, Me. ia aaa ; 87 Main Johnson City, | -104 Maia New York.............. 37 Warren 
oe, ee. ee = 
Cincinnati........... 708 Broadway  Milwaukee............. 258 Fourth Rochester, N. Y........... 130 Mill 
Haverhill, Mass........... 145 Essex New Orleans.......... 216 Chastres St Lets... 00c00ccee. 1423 Olive 
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Brown Ooze For Spring 


Without a doubt Brown’s Brown Ooze will be the 
most prominent for Spring and Summer footwear 





FS encom ores | 


Brown’s DEPENDABLE Calfskins 
KOKO 4 OTTER 12 RICH TAN 11 BLACK OOZE 


are all favorites with those who sell shoes 
and especially so with those who wear them 











1920 Shades Gladly Sent Upon Request 


C. D. BROWN & CO, Inc. |: 


EXECUTIVE OFFICE AND FACTORY 


™ ROCHESTER, N.Y 


li i ian i — | 





















































Make Buyers 
Out of Passersby 


Hugh Lyons period fixtures lend 
character and distinction to 


9? 
window displays. 


“Youngster. 


Shoes They enable merchants to em- 
are Unsurpassed in ploy new methods in displaying 

shoes — to ‘‘make buyers out of 
Looks and Wear- passersby.” 


ing Qualities 








We will be pleased to send you 
Built over Foot Form our supplementary catalogs 

Lasts showing our William and Mary, 
Adam, Queen Anne and Chip- 


Without Tacks or pendale designs. 
Nails 




















TRUITT BROS., Inc. HuGH LYONS & COMPANY 


00.4 ae = 1 O42 OO ©) oe 0-9-9 0-39-01 
BINGHAMTON” - - NEW YORK LANSING ~ MICHICAN 
35 male! STREET 234 Ss FRANKLIN ST. 
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KID POLI 
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you a sample. 


of white footwear. Its wonderful cleansing and preserving 
qualities dispel all the fears that white leathers will not 
give satisfactory wear. Occasional cleansing with Cinderella 
keeps white kid, calf, cabretta or any smooth white leather, soft 
To glazed leathers it restores the original 


‘bere White Kid Cleaner stimulates the sale 


and snowy-white. 
finish. 


The Cinderella Line is made for the better 
shoe stores and shoe departments. It in- 
cludes Slipper Cleaner and Kid Polish, Boot 
Cream and Dye in all colors. 


Try Cinderella White Kid 


—for ever and ever! Cleanor—we'l gladly sed 





We will 
try Cinderella 
White Kid Clean- 
er if you send us a 
sample bottie free. 
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Plus Business 
for Every Shoe Retailer 
in the United States 


25,000,000 public school children under compulsory 
gymnastic training; 50,000,000 boys and girls, young 
men and young women, between the ages of 5 and 24, 
being transformed into players of indoor and outdoor 
games; 110,000,000 Americans being converted into 
lovers of outdoor life—a whole nation being educated 
to enjoy each year seasons of sport and recreation. 


for just a few of the many types of: 


"| oe is the rapidly expanding market 
fabric rubber soled footwear. 


Consumer demand is becoming so general 
and the variety of types of shoes needed 
so great that the most careful attention 
must be given to finding the means of meet- 
ing the conditions of the market. 


A few so-called tennis shoes stored care- 
lessly where convenience dictates and where 
customers do not see them—this is no 
longer sound business policy. 


Progressive retail shoe dealers are finding 
a large volume of plus business by stocking 
a line of fabric rubber soled shoes complete 
enough to meet every need and varied 
enough to suggest new uses and new com- 
forts in fabric shoes. 


The United States Rubber Company has 
kept pace with the needs of the rapidly 
expanding market. New types, new styles, 
improvements in manufacture, increased 


facilities for production—these have been 


‘ its policy. 


A new achievement in manufacture has 
just made possible the perfection of a welt 
sole for canvas rubber soled shoes. 


These welt soles, the firmly boxed toes and 
fashionable lasts of the Regent models have 
added to our Keds Line a new shoe of style 
and distinction—Already assured of wide 
popularity and opening up a still wider 
field for the line. 


Keds have now become a most complete 
line of superior fabric rubber soled shoes, 
ranging from the easy, less formal tennis 
shoe at $1.50 a pair retail, to the latest and 
most fashionable styles of footwear at 
retail prices up to $6.50 a pair. 


The extensive national advertising cam- 
paign planned for the coming season will 
make more popular everywhere the many 
types and styles and is sure to make the new 
year the greatest year in the demand for 


Keds. 


We extend greetings to the National Shoe Retailers’ Association 
and its members and wish to assure them of our efforts to secure 
maximum production in all lines which is consistent with the 
maintenance of the quality of our merchandise. 


United States Rubber Company 


This advertisement appeared on January 14 in the Boston Post, Herald- 
Traveler, Globe, and American, during the Convention of the National Shoe 


Retailers’ Association. 
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BOOTS AND SHOES 


Severe Winter Has Depleted Stocks 
and an Unusually Busy Pro- 
ducing Season Is Opening 


Abnormal Winter weather with an 
unusual quantity of snow and record 
low temperature through the Northern 
part of the country has given a great 
impetus to the rubber business. The 
comparatively mild Fall has been fol- 
lowed by such climatic conditions as 
could not but help clean out the stocks 
of producers of all kinds of rubber storm 
footwear. 

Retail merchants have had a tre- 
mendous business since Christmas and 
jobbers have been able to supply the 
increased demand, but new stocks will 
be needed all along the line. Manu- 
facturers are exceedingly busy but are 
handicapped to a considerable extent by 
the lack of sufficient skilled help. They 
are adopting a wise course, however, in 
the training of new hands and in mak- 
ing factory conditions more attractive 
than ever to the wage earner. These 
conditions consist of various forms of 
welfare work, recreation rooms, up-to- 
date lunch places, comfortable dwellings 
in .the near vicinity of the factory, 
bonuses, increased wages, and other 
factors which make for better help and 
greater contentment. The season just 
passed has probably been the largest on 
record in the matter of dollars and 
cents, and the coming season promises 
to be a most active one. There is no 
question as to the great influx of orders, 
and there are no indications right now 
of any radical changes either way in the 
matter of rubber footwear prices. 


Tennis and Outing Lines 


The prosperity. existing in the rubber 
storm footwear field extends to the 
tennis and outing lines and manufac- 
turers are busily at work on orders 
which will carry them into the Spring. 
They have not cared to guarantee de- 
livery dates, although merchants are 
asking for goods to be delivered earlier 
than in previous years. The outlook 
in this line is for.a continuance of the 
excellent business prevailing today. 















The sport goods trade shows increased 
activity in all sections of the country. 


CRUDE RUBBER 


Better Tone Is Apparent and Larger 
Purchases Expected Soon 


There is a somewhat easier tone in 
the crude rubber market since our last 
report. Inquiry from manufacturers 
of rubber goods is comparatively light 
just at this writing. There is no in- 
crease in offerings and the market is 
steady. Plantation rubber was in bet- 
ter tone the latter part of the week, but 
no pressure to sell was apparent. Lon- 


. don cables report prices firm and un- 


changed. The close here was at 51%c 
for spot of February-March arrival, 
52c April-June, and 53c for the last 
part of the yéar. Paras and Centrals 
were dull and prices unchanged. Rub- 
ber goods manufacturers limit their 
purchases to comparatively small 
quantities and there was reported some 
shading of prices on some grades. The 
depletion of manufactured stocks and 
those in wholesalers’ hands incident to 
the severe Winter weather will mean 
larger purchases of crude rubber in the 
ensuing months. 
We quote spot prices as follows: 


First latex pale crepe...... 514%@ 
Smoked sheets............ 514%@ 
Brows Crees... «...0)0.. 65:50:05 444,@444% 
Upriver fine para... . 4534 @46 
UDEIVES CODING i 6.5. 6.0.6.6. 5.050: 52 34 @ 
Island coarse..............21 @ 
Caucho ball upper.........34 @ 
Caucho ball lower......... 31 @ 
CIR iid: occeacisespeese 23%@ 
Centrals and Mexicans.....30 @34 


Guayule (20% moisture). ..25 @27 


SCRAP RUBBER 


Trading Quiet but Business More 
Active than a Few Months Ago 


A little more interest has been»shown 
of late in scrap rubber, although the 
situation as a whole lacks new features. 
Trading is rather quiet and “prices 
generally steady. There is a prevailing 
sentiment of firmness and the inactivity 
of a few months ago is not so apparent. 


a 
rg) 


The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 
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There is likely to be plenty of material 
on the market, in fact there is said to be 
more available than was the case some 
weeks since. Quotations follow: 


Boots and shoes...........83%%@ 
Arctics, trimmed.......... 6 @ 
Arctics, untrimmed........5 @ 


L. M. Blumstein Dies 


A Prominent Retail Merchant of 
Upper New York 


L. M. Blumstein, one of the most 
prominent retail merchants of Upper 
New York, died at his mana, 453 West 
141st Street, January 25 

Mr. Blumstein was head of the firm 
of L. M. Blumstein, Inc., with one store 
in W. 125th Street and another at 
150th Street and Third Avenue. 

He was in his 56th year, and had been 
ailing for some months. He was for a 
time confined to the Post Graduate 
Hospital as a result of an operation. 

Mr. Blumstein was born in Russia, 
coming to this country 35 years ago, 
He embarked in the dry goods busi- 
ness. 

A Philanthropist 


He took a keen interest in his em- 
ployes and fostered the employes’ 
mutual aid society of the stores of 
which he was the head. In addition to 
these benefactions, many of those 
among his employes who were not so 
well endowed with the world’s goods 
received aid from some mysterious 
source—one of his many little charitable 
enterprises in which he took deep 
interest. 

Mr. Blumstein was a member of 
Centennial Lodge, F. & A. M. He was 
prominent in local civic affairs. 

He is survived by his widow and a 
brother, William Blumstein. 

The business will be continued under 
the management of Mr. Blumstein’s 
brother, William, at the 125th Street 
store and under the management of his 
brother-in-law, H. S. Brown, at the 
150th Street store. 
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The Good, Old 
Winter Time 


Snowy days and frosty 
nights bring their own 
joys, but they certainly do 
emphasize the value of 
good footwear. 


LUNDIN Shoes 


are built to stand the 
severest tests of any and all 
weather. Selected Mate- 
rials and unexcelled Work- 
manship—and as for Style 
these Shoes are all built 
over lasts of our own 
designing. 

The LUNDIN Shoe 

is RIGHT all through 


LUND-MAULDIN CO. 


MANUFACTURERS 


Saint Louis 
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Manufacturi 


ACTIVE CONSUMER DEMAND 


Predictions for Good Business Dur- 
ing Spring and Summer, 1920 


The emissaries of Milwaukee boot 
and shoe factories in all parts of the 
United States continue to send en- 
couraging reports concerning immediate 
and future business. It is considered 
notable that the reports made by the 
travelers are uniform in this respect, in- 
dicating that retail trade is in a healthy 
state throughout the country. 

Orders for Fall and Winter merchan- 
dise are being received in a volume 
which makes it already certain that 
manufacturers in this market will be 
pressed to maximum capacity through- 
out the Spring and Summer months to 
make deliveries. The active state of 
consumer demand in all localities has 
created a good feeling among merchants. 
The month of January was regarded by 
many as furnishing a sort of acid test 
of the future of trade, and with a 
month’s volume considerably better 
than a year ago, the predictions are 
made that business for Spring and Sum- 
mer will measure up to the proportions 
of last year. 


INCREASED CAPITAL 


The Marathon Shoe Company 
Capital Is $750,000 


The Marathon Shoe Company of 
Wausau, which built a large addition to 
its factory last Summer and Fall, finds 
itself obliged to again enlarge its facili- 
ties in order to handle its business 
properly. As soon as the frost leaves 
the ground next Spring, work will start 
on a new building virtually duplicating 
the addition recently made. To ac- 
commodate the expansion, the stock- 
holders at the annual meeting voted to 
increase the capital stock from $250,000 
to $750,000. An increase from $125,- 
000 to $250,000 was made last July. Of 
the new stock, an issue of $250,000 of 7 
per cent preferred will be placed on the 
market at once. Officers were re- 


News in Shoe Markets 


and Merchandising, 
ments in America’s Shoe Centers 


Milwaukee 


elected as follows: President, Charles 
Dodge; vice-president, W. E. Dodge; 
secretary and general manager, S. J. 
Pentler; treasurer, C. G. Krueger. 


BIG GAINS 


In the Shoe Manufacturing Growth 
of Wisconsin 


The wonderful growth of boot and 
shoe manufacturers in the ‘Quality 
Market,” as the Milwaukee group has 
become to be familiarly known every- 


’ where, is finding a parallel in the locali- 


ties in the interior of Wisconsin where 
shoes are produced. Reports from such 
large producing centers as LaCrosse, 
Racine, Beloit, Wausau, Chippewa 
Falls, Madison, Watertown, Beaver 
Dam, Sheboygan, and other cities, are 
to the effect that capacity is so far out- 
grown that extensions are imperatively 
necessary. 


GUEST OF HONOR 


C. S. Teeter Speaks at Men’s Ap- 
parel Club 


C.S. Teeter of the Bradley & Metcalf 
Co. was one of the guests of honor and 
speakers at the monthly meeting and 
luncheon of the Men’s Apparel Club of 
Wisconsin, Saturday noon, January 31, 
at the Republican House. The club is 
composed of travelers representing 
men’s clothing, furnishings, shoes, etc. 
It acts as host to the Wisconsin Retail 
Clothiers’ Association at each annual 
convention. This year’s meeting has 
been advanced from the usual mid- 
August dates to February 24, 25 and 
26. As usual, it will be held in Mil- 
waukee. 


NEW SHOE STORE 


Opened by Nunn, Bush & Weldon 
Shoe Company 


The entrance of the Nunn, Bush & 
Weldon Shoe Co. of Milwaukee into the 
retail merchandising field was celebrated 
Saturday, January 31, with the formal 
opening of the new Nunn-Bush Shoe 
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Develop-~ 


HITTIN 


Store, Inc., at 86 Wisconsin Street. 
The store, resplendent in its new fur- 
nishings andf fixtures, resembled a. con- 
servatory, many beautiful floral offer- 
ings having come from manufacturers 
as well as merchants of the city. The 
new store will retail only the Nunn-Bush 
line of high-grade men’s shoes, and the 
American Boy, also a product of the 
local factory. Neither line has had 
direct retail representation in Milwau- 
kee up to this time. The establishment 
is under the management of J. R. 
Stewart, who comes to the Nunn-Bush 
organization from Somers & Kaufman 
of San Francisco, and has a wealth of 
experience, both in the East and Far 
West. 


BUCKLE ARCTIC POPULAR 


Big Demand Also Predicted for 
Next Winter 


The demand for the buckle Arctic in 
Milwaukee during the last two months 
has practically exhausted stocks in 
most of the stores. Shoe merchants 
say that the call is actually growing 
stronger as the Winter season advances, 
and they are perplexed to know how to 
meet it. The button overshoe with 
white fleece lining has arrived, but in a 
majority of cases does not seem to fill 
the bill. Young women insist on having 
the buckled article or nothing. The 
belief exists among dealers that the fad 
has only just begun and that next 
Winter the call will be at least as good, 
if not better, than it has been this 
season. 


BADGER BOOT BRIEFS 


On Interesting Events in the Shoe 
Trade 

U. F. Von Wald, 432 State Street, 
Madison, Wis., has disposed of his stock 
and business to Joseph Levin. 

Willey & Larson, Sharon, Wis., have 
purchased the three-story Lyman build- 
ing and will rebuild it to accommodate its 
business, which, after March 1, will be 
extended to include full lines of shoes, 














Where to Buy 


Women’s Shoes 




















BARNETT SHOE CO., Boston 
In Stock 


Patent Leather Hand- 
Fe ng miess Opera 
17 >, Covered 








Black Kid Good- 

year Welt, 9-inch 

Lace, High Heel. 
$6.10 


Terms 2%-10-net 30 days. 


Barnett Shoe Co. 


110-112 Summer'St., Besten, Mass 








In Stock Boudoirs 


No. 202, Black, $1. 65 
No. 200, Red . 1. 
No. 201, Tan . 1. 
No. 203, Pink . 1. 
No. 204, Blue . 1. 


THE WESTCOTT-WHITMORE co. 


Syracuse, N. Y. 





Prperer 
wouue 








HIGH-GRADE 


BLACK BOUDOIRS 
IN STOCK 


$1.50, $1.55, $1.60, $1.65, $1.75, $1.85 Grades 
Best Workmanship. Clean Linings 


THE ORIENTAL BOUDOIR CO 
69 Essex St., Haverhill, Mass. 








Makers of HAND TURNED 
PUMPS 
Full Louis Heels 
Patent Leather and 
White Polar-Kloth 


Factory, 118 Pheenix Rew 
=Bosten Office, 110 LincoinSt. HAVERHILL, MASS . 


COLLINS & STAPLES : 











WHITES THAT ARE WINNERS 
REIN MANY 


HARTMAN SHOE COM PANY. 


HAVERHILL, MASS 





The Line of 100 Styles 
of Comfort Shoes 


Jullets _ Gateede —Bals 


als. etc. 

Women’s Flexible Welts 

and McKays, and Warm 

Lined — Men’s Slippers. 

TIMSON BROS., Inc. 
Boston, Mass. 








PHILLIPS-CRAM CORP. 
Successors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 
276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 
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wearing apparel, dry goods and general 
furnishings for men, women and 
children. 

J. Murirak, 7214 National Avenue, 
West Allis, Wis., has sold his shoe store 
and repair shop to Nic Saras. 

The G. R. Kinney Company is rush- 
ing work on the remodeling and enlarge- 
ment of the building at 211 Third 
Street, Milwaukee, where its local 
branch will be located after March 1. 
The building is three stories high and 
has a ground area of 70 x 100 feet. 

The Leverenz Shoe Company of She- 
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boygan, Wis., expects to let contracts 
about February 15 for the erection of a 
three-story factory addition, 50x 65 
feet, which will enable it to effect a 35 
to 40 per cent increase in output. Ma- 
chinery and equipment is now being 
purchased. 

At the annual meeting of the Ex- 
celsior Shoe & Slipper Co., located at 
Cedarburg, Wis., August C. Schleifer 
was elected secretary and treasurer to 
fill the vacancy caused by the death of 
his father, C. R. Schleifer, one of the 
founders of ‘the business. 


St Louis 


FALL SAMPLES 


Factory Productionin Better Shape 
—Labor Supply Better 

The manufacturers are rushing their 
advance Fall samples through in order 
to have them ready for the salesmen 
who are in town and preparing after the 
usual sessions at headquarters to get 
back into their territories. The samples 
as they come through are showing at- 
tention to the basic lines laid down by 
the Allied Trade Council and also to the 
necessity for economy through the use 
of designs that will enable the utiliza- 
tion of smaller pieces of leather and thus 
render the manufacture of the new lines 
more efficient as well as economical. 
As a result, the Fall lines, while they 
will show some advance in price in the 
higher grade kid footwear, will show 
practically no other advances save per- 
haps some slight increase in calfskin 
lines. The middle grades will be priced 
about as at present while the lower 
grades are to be somewhat cheaper than 
they have been. The men are also 
going out under instructions not to 
make efforts to oversell their trade, but 
rather to advise common sense buying 
with reference to the power of absorp- 
tion of the clientele of each merchant. 
Production by the factories will be in 
somewhat better shape during the 
coming season as the labor supply is 
better and the operatives generally are 
settling down to a basis of a better day’s 
work so far as volume goes. 


SPECIAL OFFERINGS 


Characteristics Noted—Spring and 
Summer Lines Shown 


In the retail stores there has been an 
increase of the offerings of special bar- 
gains, such as broken or discoritinued 
lines, etc., but at that there has been no 
disposition to make any especial sacri- 
fice cuts in prices. Some of the offer- 
ings, also, are special lots recently pur- 


chased from manufacturers to close out 
left overs, etc. There is also some dis- 
position to make advance showings of 
Spring and Summer lines, but these for 
the most part are simply feelers and as 
yet the footwear shown has presented 
no special characteristics. Severe 
weather, with ice as well as snow, has 
made the current retail business good 
and lessened the necessity for pushing 
out goods that might be disposed of at 
regular prices. Within another month, 
however, the advance showings will be 
more numerous and more indicative of 
what the St. Louis retail merchants 
have put in stock for the new season. 
So far the showings have mostly fol- 
lowed the styles prevalent in the recent 
past in color and cut. 


TAKEN ILL ON WAY HOME 


Harry G. Johansen Stricken After 
Boston Convention 


Harry G. Johansen, of the Johansen 
Bros. Shoe Company, who was in at- 
tendance at the Boston convention and 
style show, was taken ill in New York 
on his way home and compelled to take 
to his bed. The influenza epidemic 
made it difficult to obtain nursing care, 
but Mr. Johansen was accompanied by 
his wife and thus was in much better 
case than most travelers caught by ill- 
ness. At last reports he was improving 
and was expected to be back in St. 
Louis about the first of February. 


FUNERAL SERVICES 


Jackson Johnson, Jr., Buried from 
Father’s Home 


Funeral services for Jackson Johnson, 
Jr., son of the chairman of the board of 
the International Shoe Company, who 
died in England during the war, were 
held in St. Louis, Monday, January 26, 
at the home of his father, 25 Portland 
Place. Death took place at Liverpool, 
October 5, 1918, from pneumonia con- 
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tracted while on the way across with 
Company A, 332d Battalion, Light 
Tank Corps. Burial was first held at 
Liverpool, but permission was obtained 
to exhume the body and a brother, 
Andrew Johnson, was sent across to 
bring the body home. It came on the 
Baltic, arriving at New York, Saturday, 
January 24. The interment was in 
Bellefontaine cemetery. 


HOMES FOR WORKMEN. 


Shoe Trade Large Subscribers to 
Capital Required 


The Home and Housing Association 
of St. Louis, which was organized to 
erect houses in industrial districts for 
workmen, has taken over a considerable 
number of plots of ground, will have 
home construction under way by the 
first of March and will push it as rapidly 
as materiel and labor can be assembled 
for the work. Draftsmen are drawing 
the plans which will be for homes to cost 
from $4,000 to $6,000 and sold on pay- 
ments spread over periods from five to 
eighteen years. The. capitalization of 
the company, $2,000,000, by pyremid- 
ing the mortgage loans will enable the 
construction of about $10,000,000 of 
homes to house approximately 8,000 
persons. Included in the large sub- 
scribers to the capital are the McElroy 
Sloan Shoe Company, International 
Shoe Company, Hamilton Brown Shoe 
Company, Brown Shoe Company, as 
well as the large department stores and 
many other industrial leaders. 


CAPACITY DOUBLED 


At Johansen Bros. Shoe Company 
Plant Through Addition 


The new addition to the factory of the 
Johansen Bros. Shoe Company, which 
has been completed, is now being 
equipped and the machinery of the old 
building re-arranged to add to the 
efficiency of the operations of the entire 
plant. The added space and the new 
equipment as well as the re-arrange- 
ments planned will practically double 
the capacity of the company which has 
been in need of the additional output 
for some time. 

CONGRATULATIONS TO BOSTON 
St. Louisans Say. Boston Convention 
Best Ever Held 

All of the St. Louisans who attended 
the N. S. R. A. Convention at Boston, 
both retail and wholesale, have re- 
turned home and the general expression 
is that it was the best in every way ever 
held by the organization. The whole 
salers and manufacturers express them 
selves as particularly well pleased with 
the exposition and the part that St. 
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Louis played in it. The location of the 
joint exhibit, the manner of the display 
and the character of the merchandise 
placed in the handsome display cases are 
felt by the wholesalers to have given an 
impression to the visiting trade that 
was very desirable and also effective in 
bringing home to retail merchants that 
the St. Louis product is ready for the 
inspection of them, no matter whence 
they come. 


TO TOUR COUNTRY 


International Shoe Company Film 
Showing Manufacturing Processes 


The moving picture showing of shoe 
manufacturing processes, prepared for 
the International Shoe Company, for 
the N. S. R. A. Convention and other 
purposes and which was exhibited in 
Paul Revere Hall during the convention 
is being put in readiness for display over 
the country. The showing at Boston 
gave the company’s representatives and 
the producers an opportunity to see 
what should be done to perfect it for the 
general display over the country and 
within a short time the complete reels 
will be ready for use as originally 
planned by the company. It is re- 
garded by the producers as one of the 
very best industrial films ever taken, in 
its clearness and its exemplification of 
manufacturing processes. 


ST. LOUIS NOTES 


Live-Wire News of Shoe Men and 
Events 


The Leo Gordon Shoe Company will 
issue their new catalog about the first of 
March. It will contain their complete 
lines. 

Moe Miller has associated himself 
with the Leo Gordon Shoe Company in 
the capacity of salesman. He is to 
cover the Texas territory. 

W. M. Sloan of McElroy-Sloan Shoe 
Company is taking a well-earned vaca- 
tion, in Mississippi, his old home state. 

J. T. Dyer of McElroy-Sloan Shoe 
Company has just returned to his office 
after being confined to bed with in- 
fluenza. 

J. C. Espie, McElroy-Sloan Shoe 
Company representative in Kentucky, 
is in the house for a few days. 

The Brown Shoe Company will have 
its sales convention about February 1. 
There are to be a number of meetings, 
starting Tuesday, February 3, with a 
banquet at the Statler Hotel. There 
are to be a number of special features, 
one of which is to be a style show having 
six models who will wear the latest 
styles in footwear in conjunction with 
new styles in dresses and suits. 

J. L. Anderson, salesman for the 
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WOMEN’S NOVELTY STYLES 
READY TO SHIP 
CASE LOTS 


Oxfords, Two-Eyelet Ties, 
Pumps, Sport Shoes 


L. SCHAPIRO SHOE CO. 
(Shoes of Today) 
73 South St., Banvo os 4g Mass. 














HOUSE SLIPPERS 





280 River St. 
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Brown Shoe Company from Pacific 
Northwest, has just come in and with 
him seven big customers who are spend- 
ing a week here. One of these, Mr. 
Kitto of Walla Walla, Wash., was taken 
ill with influenza the day of his arrival 
and is confined to his room in the Mar- 
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quette Hotel. He is under the care of 
a trained nurse. 

The Brown Shoe Company will open 
a permanent show room in Boston. It 
will be located at 183 Essex Street, 
Room 407, and R. B. McCarthy will be 


in charge. 


Cleveland 


MANY ARCTICS SOLD 


Big Demand Reported—Not to Ap- 
ply to Rest of State 

All Cleveland shoe merchants have 
enjoyed a big run on arctics. The de- 
mand started a month ago, and it is still 
continuing. The clumsy and rather 
awkward appearing shoes are worn not 
so much by men as by women. A can- 
vass of the big department stores in the 
city disclosed that stocks of the arctics 
were in some instances exhausted, while 
in many others the supply was almost 
to the vanishing point. 

The reason for the demand may be 
found in the severe Winter and the big 
snowfall. The ground has been covered 
with a mantle of snow since December 
14, when nine inches fell. Since then 
there have been frequent thaws, with 
the pavements and streets covered with 
dirty slush, followed by freezing and 
more snow. This has happened at least 
five times within the last five weeks. 
The temperature also has been low for 
days, the mercury hovering round the 
zero mark. It is one of the severest 
Winters that Cleveland has experienced 
for many years, and the season has been 
a good one for the rubber shoes. 


A Comfort Change 

To many the change from a demand 
for models that were the acme of grace- 
fulness to loose-fitting arctics seems 
strange, but it seems that Cleveland 
women are bound to be comfortable. 
All Summer and Fall and until the 
severe weather set in, the women were 
demanding long, narrow vamps, with 
snug-fitting body, but now the demand 
has gone to the other extreme, so far as 
overshoes are concerned. 

The demand does not seem to have 
extended to. other cities in Ohio. 
Columbus women do not wear them to 
any extent, and the same reports have 
been brought here from other Buckeye 
cities. 

SPECIAL SALES 
Spring Lines Are on Display at 
Stores 

The stores here are closing out left- 
over Winter styles and beginning to 
display Spring shoes. 





The Stone Shoe Company is begin- 
ning a new sale of women’s boots, con- 
sisting of short lines from the main floor, 
but most sizes are included. An ad- 
vance showing of Spring models also is 
made at this store. Here one may see 
the new patterns and colors in Spring 
pumps and oxfords. 

The Pockock-Wolfram Company is 
conducting a sale on women’s boots. A 
variety of shoes that sold at a long range 
of prices when the Winter buying season 
was at its height have been grouped and 
are now selling at a popular figure, con- 
sidering the average prices. Novelty 
and two-tone effects are to be seen in the 
group, which consists of about 400 pairs. 
Special sales of men’s shoes, consisting 
of tan or brown mahogany calf, and of 
children’s play shoes, are being con- 
ducted at this store. 


AT CHISHOLM’S 


Two-Day Special in Patent or Kid 
Pumps 

The Chisholm Boot Shops are di- 
recting attention to authentic styles in 
Spring footwear. Among the models 
shown is the Parisian, short-vamp, 
French model, that is exhibited in con- 
nection with the new American styles 
that have just been received at the 
stores. A two-day special in patent or 
kid pumps was conducted Monday and 
Tuesday. 


AT AMES COMPANY 


Smart One-Eyelet Ties in Special 
Sale 


The Ames Company shoe department 
has announced to the trade that in the 
face of constant advance of factory 
prices every pair of shoes offered at 
reduced prices in a special sale could be 
held till next Fall and sold at much 
higher prices. It is a bid to the public 
to come in and supply their wants for 
next year on the theory that money can 
be saved in the end. All varieties of 
styles and a long range of prices are 
offered. A special sale is on at this store 
also on low shoes—dull kid oxfords and 
spat pumps in dull, patent kid and satin 
being offered. Smart one-eyelet ties are 
to be found in the list. 
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AT HIGBEE’S 


A Big Run on Spring and Southern 
Footwear 


The Higbee Company is having 
quite a run on Spring and “Southern” 
footwear. Never were so many Cleve- 
land women sojourning below the 
Mason-Dixon line as this Winter. 
Among the models being shown in this 
sale are dress oxfords of black buckskin 
with turned soles and full Louis XV 


dress heels and plain toes. Pumps of | 


white Reignskin are to be seen. They 
have turned soles and full Louis heels; 
small tongue effects and may be worn 
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plain or with buckles. White kid boots 
of genuine kid with nine-inch laced 
uppers, welt soles, full Louis covered 
dress heels and whole foxed models with 
plain toes are popular. Other models 
being pushed by this company include 
dress or street oxfords of white Reign- 
skin, blucher effect with plain toes, 
natural welt soles with white welting 
and covered Cuban heels; colonial 
pumps of white Oregon cloth with welt 
soles and Louis XV heels, white buckles 
to match and oxfords of white Reign- 
skin, smart and comfortable with 1 1-2 
inch heels and medium broad toes with 
tip and natural welted soles. 


Seattle 


ASSOCIATION AFFILIATES 


Local Shoe Merchants Taken into 
Retail Trades Bureau 


The Retail Shoe Merchants’ Associa- 
tion was formally taken into the Retail 
Trades Bureau of the Chamber of Com- 
merce, on Tuesday, January 13. The 
trustees elected were: T. A. Baxter of 
Baxter & Baxter and C. E. Edwards, 
head buyer at Turrel’s shoe store. The 
former is president of the association 
and the latter treasurer. 

This action has been pending for some 
time and at a recent meeting of the or- 
ganization it was made clear wherein it 
would be of material benefit to affiliate 
with this body. 


IN NEW QUARTERS 


West Coast Rubber Company Oc- 
cupy Several Floors in Building 


The West Coast Rubber Company, 
at 314 Second Avenue South, is now 
comfortably established in its new 
quarters. Several floors and a _ base- 
ment are now being occupied and in 
time other floors will be added as soon 
as these are available. Being in closer 
proximity to the retail stores it is more 
than likely that the section wherein the 
West Coast Rubber Company is located 
will find itself a new wholesale district 
before long. 


BEST SELLERS 


Low Brown Shoes Proportion for 
Spring 80 Per Cent 


Owing to the mild climate in the 
Northwest throughout most of the year, 
high shoes are not in as great demand as 
low shoes. Pumps especially seem to 
prevail. Shades of brown and black 
are the most popular, the new golden 
brown shade seeming to be in the great- 
est favor. About 80 per cent of the 


shoes bought in Seattle for Spring and 
Summer are low shoes. 


SIX MONTHS AHEAD 


Far Western Retail Shoe Merchants 
Place Orders Early 


That far Western retail shoe mer- 
chants find it necessary to order shoes 
about six months ahead in order to get 
them on time for the season is the claim 
of T. A. Baxter, president of the Retail 
Shoe Merchants’ Association of Seattle 
and head of Baxter & Baxter. Mr. 
Baxter fully appreciates the cause of 
this condition, saying that he under- 
stands the factories are filled with work 
and are having their difficulty with 
labor. ‘The lack of production makes 
the high prices,’ Mr. Baxter says. 
“Factories are not producing half of 
what is needed.” He predicts that 
shoes will be about 15 per cent higher in 
1920 than they were the previous year. 


SALES AND SALES 


Retail Shoe Merchants Have Real 
Clearances This Year 


All retail shoe merchants report 
splendid sales during clearance weeks. 
As far as most of the department stores 
are concerned they are about over, but 
exclusive shoe shops are still advertising 
clearance lines. The sales in most of 
the stores began a day after Christmas. 
The Victoria Shoe Shop, however, waited 
till after the New Year before giving a 
sale. 

Most of the stores are now on the last 
stretch of their sales. Shuart’s adver- 
tise large reductions in Cousin’s wom- 
en’s boots, regular $20 and $22.50 in 
a number of desirable leathers and a 
variety of styles at $16.45. The Flor- 
sheim Shoe Store, 903 Second Avenue, 
advertises Florsheim shoes, seld regu- 
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Stock Dept. 5 &% 


Is at Your Service 
THE STETSON SHOE CO. (Inc.) 





South Weymouth, Mass. 





Men’s. Welts 
UNBRANDED UNION MADE 
IN STOCK 
DIAMOND SHOE CO. 


Salesroom 


The Sh Factory 
Above the ‘Mark Brockton New York, N. Y. 








THE“ TOQQUGAS” SHOE 


BETTER THAN THE BEST 
Strengthen your line with the fast-selling 
men’s welts we can send you. In stock. 
Made to order. 

GEO. N. TOUGAS SHOE CO. 

161 Summer St., Boston 








FINE FASHIONS 
FOR MEN 


Ready to ship, unbranded, plain cartons . 
Maximum style at minimum price. 


FISKE SHOE & LEATHER CO. 


717-719 Atlantic Ave., Boston 
301-303 Monroe St., Chicago 
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Men's, Women’s and Children’s Shoes 











STOCK — Specialties in 
Women’s, Misses’ and Children’s 
Shoes, Slippers, Spats, etc. 








for Child 
Our Turn Shoes *, Cyidren 


are scientifically constructed 
on nature form lasts and of 
demonstrated Satisfaction. 
SCIENTIFIC SHOE CO., Inc. 
11-17 Hope St., Brooklyn, N. Y. 
Boston Office, 207 Essex St. 
G. W. PFEIFFER, Rep. 











No matter what. policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 

















AOR 6 Ak SS 


_—- 


| 
| 
i 
| 
| 
| 
| 
. 








Where to Buy 


Children’s Shoes 
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: Flexible First Step Turn Shoes : 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 
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Tredlite Steppers 
for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 
Write for Particulars 


Henry Kleine & Co. 


Chicago 








SPOT ENTE 


Popular Priced and Good Style 
McKAY SHOES for Little People. 
IN STOCK 


Write F. W. HAHN CO., Rochester, N. Y. 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 








SOFT SOLES 
A Wonderful Line for the 
holesaler 
All leather lines rang- 
ing in prices = 
$4.5lu of jadiece” Pas 
aline of ladies’ so 
Straps in all styles 
and colors, 1 piece 
and 2 pieces. 
NU BABY SHOE CO., “Fact Lynn, Mass. 








Newcomb-Anderson Shoe Co. 
SOFT SOLES FOR 
JOBBERS ONLY 


Sold Up Solid to April, 1920 











QUESTIONS 
ANSWERED QUICKLY 


in ‘‘Where to Buy” columns—a 
growing directory for all the trade, 
ater answers briefly to cur- 
rent problems in merchandising. 
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larly from $13.50 to $18.00, at $9.85 to 
$15.45; other shoes, regularly sold: at 
$9.00 to $13.00, at $1.85 to $10.45. 


NEW STORE 


Turrel’s to Have Two Large Estab- 
lishments Here 


Turrel’s new store at the corner of 
Fourth and Pine Streets, the center of 
Seattle’s new shopping district, is fast 
nearing completion. The opening is 
planned for the latter part of February 
or first of March. Their present store 
at 1104 Second Avenue, is the largest 
and most elaborate shoe place in the 
city. Laird-Schoeber shoes and other 
fine grades are carried on the main floor 
while a cheaper grade is sold in the large 
basement store. 

Only exclusive high-grade shoes will 
be carried in the new store for there will 
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be but one line under the Laird-Schoeber 
shoes. The store will be a unique one 
of its kind. Men’s shoes will be sold 
on the main floor, while a dainty private 
elevator will take the ladies to the 
second floor where a considerable space 
fitted out artistically to appeal to the 
feminine mind, will be given for the sale 
of women’s shoes. Herbert N. Turrel 
is the buyer for Turrel’s Shoe store. 


Best Year Ever 


The location of their old store has 
been one of the busiest in the city, but 
on account of the shifting of Seattle’s 
shopping section, as far as women’s 
trade is concerned, is becoming one of 
the backwaters. It is still the financial 
and banking district and high-grade 
men’s shoes are as much in demand as 
ever. Turrel’s report 1919 as being the 
best year they have had. 


Louisville 


GOOD RUBBER TRADE 


Fall and Winter Shoe Stocks Well 
Cleaned Up 


Snow, sleet and slush have created an 
excellent demand for heavy shoes and 
rubbers at the tail end of the Winter 
period, and, in fact, the best rubber de- 
mand that has been experienced for 
several years in the city. The clean-up 
sales have been going along nicely, with 
many of the stores fairly well sold out, 
and stocks all short on sizes. As a 
whole, Fall and Winter stocks have 
been well cleaned up, and few mer- 
chants are oversupplied on _ blacks, 
browns or tans in women’s shoes, as 
deliveries were poor, and such stock was 
in big demand. Combinations, grays 
and colors didn’t go well. Pumps out- 
sold boots by a considerable margin. 
Spats had the best year recorded. 
Suedes sold much better than had been 
expected, and are promising for Spring 
in black and brown. Freaks showed 
very little during the year. 


EARLY ARRIVALS 


Shown in Women’s Lines—Men’s 
Shoes in Good Demand 


Several houses are beginning to show 
early arrivals of women’s lines, espe- 
cially in English oxfords in tan and 
satin and kid oxfords in black. Most 
of the models shown so far have been of 
long-vamp variety, although there will 
be plenty of short-vamp models a little 
later. Due to the fact that a good 
many stores do not close their year 
until February 1, and try to get their 





clean-up sales into that period, some are 
not showing new styles as yet. 

Men’s shoes have been in good de- 
mand and stocks are fairly well cleaned 
up as a whole. Stocks are short on 
many sizes, especially sale stocks of 
merchandise selling for less than $15. 
The demand for low-priced shoes is not 
especially strong, as the city is prosper- 
ous and demanding the best grades. 


ANNUAL MEETING 


Of Retail Merchants’ Association— 
Officers Elected 


At the annual meeting of the Retail 
Merchants’ Association held in Louis- 
ville, Granville Burton, Jr., of Crutcher 
& Starks, was elected president. The 
annual report showed a good increase in 
number of members. Fred Levy of 
Levy Brothers, and Walter Kohn of 
Herman Straus & Sons Co. were elected 
directors, while Ben Kaufman and A. H. 
Morris of Kaufman Straus & Co. and 
J. Bacon & Sons, respectively, were 
hold-over directors. 


NOEL LYONS RETURNS 


After Interesting Trip—Attended 
Boston Convention 


Noel Lyons, manager of the store of 
Byck Brothers, has returned to Louis- 
ville after an interesting trip. He went 
to Atlanta and was with the Byck store 
there, headed by Warner S. Byck, for 
several days. From Atlanta he went 
to Boston to attend the National 
Convention and returned to Louisville 
after visiting some of the factories. 
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Louis Byck of this company is chair- 
man of the Legislative Committee of 
the Retail Merchants’ Association, and 
has his hands full just now in looking 
after legislative matters at Frankfort, 
Ky. 
STOCK ISSUED 
To Employes by American Shoe 
Repairing Company 


The American’ Shoe Repairing Com- 
pany, Louisville division, this company 
operating shops in four of the Central 
States, has recently announced that a 
limited amount of stock is being sold to 
employes as well as to the general pub- 
lic, in order to increase interest in the 
company through its employes as well 
as stockholders. This is probably the 
first time that such a plan has been 
used in the shoe-repairing industry. 


ON FEBRUARY 10 


Local Retail Shoe Association Will 
Meet 


The Louisville Retail Shoe Associa- 
tion will hold its next meeting on Feb- 
ruary 10, not having held a meeting in 
January, due to the National Conven- 
tion in Boston, several Louisville men 
having attended that convention. Re- 
ports on the Boston Convention will be 
heard at the next meeting. Several of 
the smaller merchants went East to 
attend the big annual. Among the 
visitors were Val Besendorf, Henry 
Michael of Volz & Michael, Noel 
Lyons of Byck Brothers, E. B. Kaylor 
of the J. C. Hero Store, Harry Schutz 
of the Walk-Over, and Charles Fedler 
of the Boston Shoe Company. 


CHANGE OF NAME 


Florsheim Company Now Florsheim 
Shoe Store 


Amended articles of incorporation 
have been filed by the Florsheim Com- 
pany, changing the name to the Flor- 
sheim Shoe Store of Louisville, Ky., 
and decreasing the capital from $30,000 
to $15,000. The amendment was 
signed by M. S., Felix, and Louis 
Florsheim, S. Goodman and S. Einstein. 
Ben Middendorf, who is manager of the 
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Louisville store, reports that his inter- 
ests in the Indianapolis store have been 
transferred to the Louisville store, where 
he now has his entire interest in the 
Florsheim operations. Some years ago 
Frank Gaines was manager at Louis- 
ville and he and Middendorf financed a 
plan for also becoming interested in the 
Indianapolis store, both men holding 
interests in both companies. Gaines 
sold out and left the company some 
months ago. J. L. Holston, a clerk 
who has been with the Atlanta, Ga., 
store, has been transferred to Louis- 
ville. 
NEWS BRIEFS 


Of Men and Events of Interest to 
Shoe Trade 


Andrew H. Morris, superintendent 
and general manager of J. Bacon & 
Sons, is now Col. Andy Morris, having 
been named a Colonel on the staff of 
Gov. E. P. Morrow early in January. 

Amended articles have been filed by 
the Rodes-Rapier Company, increasing 
the capital stock to $100,000. This 
company was established about five 
years ago as The Starks Company, 
later changing its name. It operates a 
high-class men’s shop, handling cloth- 
ing, shoes, hats and furnishings. 

Leo E. Schulten of the wholesale 
house of John J. Schalten & Sons Co. is 
now father of three fine boys and a girl, 
the latter arriving recently. Schulten 
claims that he needs but one more for 
four of a kind or a full house. 

Abe Golden, manager of the shoe de- 
partment of Lovenhart & Co., is much 
pleased over the recent arrival of a fine 
daughter. Mr. Golden reports an excel- 
lent volume of business, with stocks in 
excellent shape. He is featuring “Just 
Wright” and ‘Stetson’ shoes. The 
company has recently added an attrac- 
tive private office and will eventually 
add a women’s shoe department, when 
adjoining property can be secured. 

Amended articles have been filed by 
the Simpson Hatcher Shoe Company of 
Ashland, Ky., changing its name to the 
H. W. Hatcher Shoe Company. This 
concern has been in business in Ashland 
for a number of years. 


Memphis 


COLD WEATHER 
Many Heavy Shoes, Rubbers and 
Boots Are Sold 


Memphis just now isin the grasp of a 
very cold spell of weather, in which 
heavy shoes, rubbers and boots still 


have the call. February usually is a 
typical Winter month also. Under an 
order from Mayor Paine and the board 
of health, the theatres and picture shows 
have been closed to prevent the spread 
of the flu, of which a few cases have 
appeared, the schools also are closed, 
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Standard Shoe Materials 









































The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


Creese & Cook Co. 35 South Sirect 


Tanneries at Danversport 
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F. E. JONES COMPANY 


corors MA'T KID 


95 South Street, Boston 








Manufacturers ef 
Exclusively 

Fine Calfskins 

von HUNT-RANKIN 
LEATHER CO. 

; BOSTON MASS, 














GUARANTEED 
HUB TWO YEARS 
GORE Hub Gore means Quality and 
A Service, because the Best of 
Materials and Highest Skilled 
Labor are Used 


BOSTON OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 











SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties; 
what to use and where to get it, 
is a part of “Recorder” service to 
merchants. 




















Where to Buy 


Engraving and Printing 














COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our _—— Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960—4961 
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Where to Buy 


Shoe Cuts 
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orrex FREE USE 


Of Shoe Cuts, Covers, Borders, Etc., for your 


Booklet, Catalog or Folder, if you place the 
rinting with us; or we Eiectres at 
leach. 

SEND FOR FULL PARTICULARS 
N. H. GROVER CO., R 63, 161 Summer St., Boston 











EDITORIALLY, THE 
Boot and Shoe Recorder 


‘s the most alert, aggressive and pro- 
gressive journal in the world pub- 
lished for the shoe merchant. 
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and Wm. J. Bryan’s visit to the city was 
cancelled by his committee. 


SPECIAL SALES 


List Is Given of Some Stores Con- 
ducting Same 


A number of the leading shoe and de- 
partment stores featured January spe- 
cials, pre-inventory sales and the like. 
No great difference is made in the prices 
of broken sizes. 

B. Lowenstein Bros., Inc., have on 
a sale of 1,000 pairs of women’s shoes; 
Bry’s is featuring beaded slippers and 
specials, both in men’s and women’s 
shoes; the Walk-Over Shoe Store has 
some specials; also the Williams Shoe 
Company on S. Main Street; Kallaher 
on North Main Street, Lutz & Son on 
South Main. 

The EEE Shoe Company has the 
most elaborate sale prices, ranging from 
$4.95 up to $17.00, all styles of shoes 
coming in this mid-Winter thirteen-day 
special. The management state in their 
page display that to put on such a sale 
is somewhat extraordinary in view of 
higher prices in shoes, but their patrons 
expect the event twice a year. Hosiery 
also comes in for attention. 


NEW WHOLESALE HOUSE 


Rosen Shoe Company Capitalized 
at $25,000 


A new wholesale shoe house is being 
launched. Announcement is made of 
the incorporation of Rosen Shoe Com- 
pany, capitalized at $25,000, which 
will shortly open a wholesale shoe busi- 
ness on South Second Street in the 
wholesale district of Memphis, the exact 
location of which is yet to be selected. 
I. Rosen, M. Rosen, R. M. Gross, E. G. 
Gross and R. Dixon are the incorpora- 
tors. H. D. Rosen will be active 
manager. He is a brother of I. Rosen, 
local retail merchant at South Main 
and Union Streets, and has been on the 
road a good many years, traveling 
Southwestern States for the A. G. 
Gaines-Gordon Co. Mr. Gross, who 
will be associated with the management, 
is also an old traveler and formerly 
covered the States of Missouri, Ten- 
nessee and Louisiana for wholesale 
interests. The firm will feature high- 
grade men’s shoes. 


NEW SHOE STORE 


The Cut Price Shoe Company— 
S. O. Beatty Manager 


A new retail shoe store has opened 
in the new one-story building, 354 
South Main Street, Memphis, a very 
neat new brick structure, plate glass 
front, well lighted and neatly arranged. 
This is the Cut Price Shoe Comrany. 
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S. O. Beatty, formerly of Jackson, 
Miss., is manager. Mr. Beatty is an 
experienced shoe salesman and was 
formerly connected with the Popular 
Price Shoe Store at Jackson, Miss. 


TRI-STATE CONVENTION 


To Be Held at Hotel Chisca, March 
8-9 


Thomas Sherron, president of the 
Tri-States Shoe Retailers’ Association, 
announces the dates of Monday and 
Tuesday, March 8 and 9, for the annual 
meeting of this convention. This time 
it will be held at the Chisca, which, with 
a spacious convention hall, will be able 
to comfortably take care of the growing 
membership. Speakers from the local 
territory and some from the Northern 
shoe centers have signified their inten- 
tion to be present. Those who antici- 
pate the trip can communicate with 
R. E. Caradine, secretary. The body 
has done fine work the past year and its 
membership is enthusiastic. 

Thomas’ Sherron, president of 
the body, and R. E. Caradine, secre- 
tary, attended the Boston Convention 
of the National Shoe Retailers’ Associa- 
tion, and will give to the smaller local 
associations some of the best things 
they there observed. Most of the lead- 
ing shoe stores in Arkansas, Mississippi 
and Tennessee are now affiliated with 
the Tri-State. The convention hall at 
the Chisca is very commodious and 
the large number of shoe stores on 
Main Street will have the latchstring 
on the outside, when convention visit- 
ors come to town in March. 


THE WHOLESALE TRADE 


Report Merchants As Calling for 
High-Grade Lines 


Wholesale shoe merchants on South 
Second Street report. a large demand 
from their trade in the Mississippi 
valley. Traveling salesmen are book- 
ing a nice business. The good prices of 
cotton in Mississippi and other sections 
have been of much benefit. Prices are 
almost uniformly high in every channel 
of trade and leading wholesalers state 
that the trade was never calling for a 
more high-grade line. Goodbar & Co., 
the Lee Wholesale Shoe Co., the Car- 
ruthers Shoe Co., the Specialty Shoe Co. 
and the several rubber boot concerns 
all report a very brisk business. 


FEBRUARY A NOTABLE MONTH 


A New 400-Room Hotel to Be Soon 
Built 


While the shortest month in the year, 
February promises to be a most active 
one here. Numerous national musical 
attractions are booked here that month. 
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General Pershing visits Memphis as the 
guest of the American Legion. The 
Goodwyn Institute is in full sway with 
its concluding Winter lecture courses, 
the theaters and numerous picture 
shows are putting on attractions that 
allure the out-of-town visitor and the 
city sightseer, and three new theaters 
are under erection at Main Street and 
Union Avenue. 

Traveling people in general will wel- 
come the news that Memphis is soon to 
have a new 400-room hotel, the Tri- 
States Hotel Company having been 
organized to this end lately. It will be 
built on North Main Street at the corner 
of Adams Avenue, one block north of 
Bry’s Department Store and on the 
avenue leading to Shelby’s million- 
dollar Court House. 


INTERESTING INTERVIEW 


Given Local Paper by C. D. McRae 


The Memphis Bee of Sunday, Janu- 
ary 25, on its first page carried an inter- 
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esting interview with C. D. McRae of 
the EEE Shoe Company, touching his 
visit to the Boston shoe market, condi- 
tions in the shoe and leather trade as he 
found them, and the hospitable enter- 
tainment the visitors received in the 
Bay State. 
NEWS NOTES 


An Amendment of Charter—A New 
Store 


Hunter Bros. Shoe Co. of Washington 
County, East Tennessee, has amended 
its charter changing the style of firm to 
Hunter Shoe Company and increasing 
the capital stock from $50,000 to 
$100,000. 

A new dry goods and general mer- 
chandise store is to open for business at 
Trenton, Tenn., about February. I. 
Solon Harrison and Emile Snyder will 
be at the head of same—Mr. Snyder 
president, and Mr. Harrison manager. 
The companyis incorporated for $30,000. 
Other directors are H. H. Elder and 
W. A. Cresap. 


Lynn 


LOW CUTS 


Ror Fall—Some Estimates of Their 
Distribution 


One Lynn manufacturer says that 35 
per cent of bis Fall orders call for ox- 
fords. Another says 65 per cent. 
One Lynn firm, making popular shoes 
for the big city trade, hasn’t a pair of 
boots in its factory and hasn’t any 
orders for boots. Oxfords are priced at 
from 50 cents to $1.00 less than boots. 


MELTON TOP BOOTS 


The Fabric Figures at 72 Cents a 
Foot 


Some Lynn manufacturers are sam- 
pling a melton fabric for tops of boots, 
particularly in the brown shades. It 
costs $10.00 a square yard and figures 
at 72 centsasquaretoot. That’s a high 
price for fabric, but it is used in place of 
higher priced leather. 


THE $10.00 BOOT 
And Some of the Costs of Making It 


A meker of an excellent line of welt 
shoes figures that his boots for Fall will 
cost him $10.00 a pair. He pays $1.30 
for black kid, and used 3% feet to a 
pair. His uppers, including the cost of 
leather, linings, labor and thread, will 
cost more than $5.00 a pair. His soles 
cost from 80 cents to $1.00 a pair.. His 
wood heels cost 85 cents, covered and 
attached. These and other costs bring 


the total price of his boots up to $10.00a 
pair. 
ABOUT HEELS 
Lower Styles and More Lifts of 
Leather 


That lower heels are coming in some 
Lynn shoes is shown by the fact that a 
Lynn maker of heels is changing his 
moulds to provide for an increase in the 
production of low heels and a decrease 
in production of high heels. Some shoe 
manufacturers report that their orders 
show an increased preference for low 
heels. Others say high heels as usual. 

Some new leather Louis heels, used 
on Lynn shoes, bave five lifts of real 
leather, two at the base, and three at 
the top. Two lifts of real leather are 
being put onto low heels, in place of 
leatherboard lifts. The heels are im- 
proved in quality by the addition of the 
leather lifts. 

Many leather Louis heels are being 
used in place of wood heels in Lynn 
shops. The new style heels, being nail- 
less, can be shaved as slim in the neck 
asa wood heel. It’s the slender, shapely 
neck that makes the high heel stylish. 


NEW FACTORY 


Salem Plans for a $600,000 Shoe 
Shop 


The Salem Chamber of Commerce, in 
co-operation with C. H. Tenney & Co., 
engineers, of Boston, are planning to 
construct a six-story factory to pro- 
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Miscellaneous 




















Accounts of Shee and Leather Firms Solicited 


41 BEDFORD STREET, BOSTON 











ATTENTION MR. SHOE MERCHANT! 
BIG PROFITS IN THIS! 
Let us recolor your faded or off colored shoes 
to latest fashionable and permanent cordovan 
shades. AINT! 
rite us for full information. Send pair for 
“show me” demonstration. It will pay you! 
ALBANY SHOE REPAIRING CO. 
Recoloring meperomnene 157 Kingston St. 
ston, Mass. 
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Th of 


e mark 
Jus shoe bikes 
ever since 1905 
L.ALTERSON & CO. SUC KEY 
PHONE GREELEY GOOG 


St., New York City N.Y. 





DISPLAY MEN 


Whatis “WIN-DECO”? 


e, wentesetey attractive, novel and dif- 
mt ney papers for windows (floor and back- 
ground), show cards, show cases, advertise- 
ments, etc. Freesamples will prove it. 

WIN-DECO DISPLAY PAPER CO. 
93A Federal St, Bosten, Mass. Agencies Wanted 








SALES LETTERS 


Pn a ee 
FILLED IN—SIGNED— 
MAILED 


F.S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 











RITE-AWAY 


TRADE MARK 


REEL OUTFIT 


TENT PENDING 
BRAID ON THE REEL 
MANUPACTURED BY 


H. W. RAMSAY 4&4 COMPANY 
77 BEDFORD STREET, BOSTON, MASS. 





oF QUARITE  PUCICES 
Exch ~ designs ~ We A Grade 
D. W. COULTAS "Yeo, 
PAROV/IOEs, £ 








Fox 2-Ply Shoe 
Tongue Pad 


The only one havi 
the 2-ply benteoe. 
| Made Exclusively by 


THE FEDERAL OVERGAITER CO. 


16-18-20 E. 12th St., New York, N. Y. 
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RUBBER TOE-SANdals 
For Modern Footwear 
The ae ap nowt strap is 
strong and elastic 
We. SUMNER SMITH 

Exclusive 


CHICAGO 





NEW YORK 






















WOOD SOLE 
SHOES 


ROCKER BOTTOM 


14-inch hoot, nish face 
boots and shoes. 


for catalog. 
REECE SHOE COMPANY 
Columbus, Nebraska 














Where to Buy 


Shoe Polishes 
























The Proper Dress- 
ing for Every Shoe Vi 2 


Griffin Mfg. Co., Inc. \\ 
67-69 Murray St. 
New York 














Best In Thetr Class 


Wee OF 


y, hire eur Mel 
for white buck, etc. for white kid, etc. 
NATIONAL SHOE POLISH MFG. CO.,; Inc. 

PHILADELPHIA, PA 

















Where to Buy 


Shoes at Auction 

















HENRY LILLY CO. 


88-90 Reade St. 


Sell Shoes by Auction 
Every Wednesday and Friday 


New York 
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to cost $600,000. 
shoe manufacturers. 


ONE SHOP’S SHOES 


Four-inch Vamps and High Heels 
Noted 


Traver’s Shoe Company is making 
four-inch vamps only, and most of its 
shoes have 24-inch heels. Patent, dull 
and brown kid are its chief leathers. It 
also is making white washable kid shoes 
with covered heels. 





CARTON CONSOLIDATION 


Hoague-Sprague Company Buy An- 
other Box Firm 





Hoague-Sprague Company has 
bought the B. E. Grover box business. 
They bought the Allen and the Potter 
box business a while ago. They are 
consolidating them. They have a big 
plant on the waterfront of Lynn, where 
they can get lumber from coasting 





vide for 150,000 feet of floor space, and 
It will be leased to 
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schooner. They distribute cartons and 
packing cases in trucks. 

As cartons cost a nickel or so, econo- 
mies in providing them interest shoe 
merchants. 


EXPORTS WHITE SHOES 


Kiely Factory Ships One Lot of 5,000 
Pairs 
T. J. Kiely & Co. shipped last week 
5,000 pairs of white buck shoes, welt, 
for growing girls, misses and children. 
They go to Europe. The Kiely factory 
makes nothing but white buck shoes 








A NEW FIRM 


Fargo-Newhall Company is Start- 
ing—Capital $125,000 
Fargo, Newhell Company, recently 
incorporated with a capital of $125,000, 
is taking over the manufacturing busi- 
ness of B. H. Newhall & Co., Lynn. 
George B. Fargo and Edward B. New- 
hall, both of whom were with J. L. 
Walker & Co., head the new firm. 


New York City 


CLEARANCE SALES 


Stocks of Cheaper Grades Heavier 
Than Higher Grades 


Clearance sales continue to be the 
order of the day among the New York 
retail shoe merchants. Stocks are mov- 
ing at about the normal rate for this 
time of the year, according to leading 
merchants. Stocks of the cheaper 
grades appear to be heavier than those 
of the higher grades, and even sharp 
reductions on these are failing to move 
the merchandise as rapidly as the store 
keepers would like to see. On slow 
moving numbers, such as women’s 
high-lace patent boots with silk moire 
tops, extremely sharp price reductions 
have been necessary. Some shoes of 
this type, priced at $14.00, are now 


being offered at $5.85 by at least two 
34th Street retailers. 








THE BROGUE STYLE 
Evidence of Renewed Popularity in 
Fall, 1920 


Despite the general reductions, men’s 
brogues and brogue and tan oxfords for 
women, show little price slashing. Re- 
tail shoe merchants expect the brogue 
styles to hold good until well into the 
Summer and to come in again with 
renewed popularity in the Fall. 

The stand of one of the highest-class 
men’s shoe makers in Newark, that the 
vogue for brogues will pass in the Fall, 





is not shared by other manufacturers 
and retailers. In the most expensive 
shoes, they agree, there may be some 
falling off in the demand for brogues, 
but in the medium-priced lines, the 
demand is expected to continue and to 
increase. 
FALL SAMPLES 


About Ready—Some Fall Business 
Has Been Booked 


Fall samples of manufacturers in this 
vicinity are about ready now, and will 
be shown to the trade earlier than usual 
this year, according to both retail mer- 
chants and manufacturers. Some of the 
manufacturers are preparing to send 
their salesmen on the road the latter 
part of this month or early in March. 
Some Fall business already has been 
booked, it is said, though the amounts 
have been small. 





PRICE TREND 
Demand for Best Grades Running 
Strong As Ever 


Regarding price trends, the trade in 
New York feels that Fall will bring ad- 
vances on the finer grades of kid shoes 
for women and on calf and cordovans 
for men. Medium grades, it is felt, will 
show no advances, or at best only 
slight increases, while lower grades will 
show a reduction. According to all 
indications, the demand for the best 
grades is running as strong as ever, 
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No. 800—Chocolate Elk Seam- 
less Bal Stitched-Down, Imita- 
tion Tip, Comfort Last, Neolin 
Sole, Rubber Heel, D—E, 5-11, 
$4.25. 


No. 802—Leather Sole and 
Heel, same as No. 800, $4.75 


\ THEN you buy Honorbilt Shoes you get your money’s worth 


—a big value that you can pass on to your trade and know 


~ 


it will cement your trade more closely to your store. 

That is the kind of shoe value that creates lasting good will and 
builds patronage that will stick to you. 

Honorbilt Shoes not only possess quality, but are also backed by 
extensive advertising and sales helps. 


We can demonstrate this if you will permit us. 
Send in a sample order. Send for our catalog 
showing the Honorbilt quality line for men, 
women and children. 


F. Mayer Boot & Shoe Co., Milwaukee, Wis. ation 
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despite Government propaganda to 
center attention on the lower and 
cheaper grades, and the advice of some 
of the leading manufacturers at the 
recent convention in New York. 
‘‘What’s the use of making cheap shoes, 
when the public won’t buy them,” 
said one manufacturer. His views coin- 
cide with those of other manufacturers. 


FACTORIES BUSY 


Many Shoe Manufacturers Looking 
for Fall Orders 


Some manufacturers already are look- 
ing for orders to be delivered after May 
and June. Shoe factories in this vicinity 
are booked with orders that will keep 
them busy until that time, as a general 
rule. That the manufacturers will be 
more anxious to secure Fall business 
than they have for some seasons past, 
seems an assured fact, and is admitted 
by some of the leading makers in Brook- 
lyn and Newark, and by representatives 
of concerns in other centers maintaining 
New York offices. 


NINTH LIST 


Compiled by Local Fair Price Sub- 
Committee 


The ninth price list compiled by the 
Fair Price Sub-Committee on clothes, 
dry goods and shoes, headed by Col. 
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Michael Friedsam of B. Altman & Co., 
contained the following ranges in shoe 
prices: Men’s, $5.94 to $12.75; women’s, 
$5.75 to $11.75; boys’, $3.24 to $5.40. 
The prices were taken from the news- 
paper advertisements of reliable retail 
shoe merchants. 


CHARLES HANAN DEAD 
Son of Widow of John H. Hanan 


Charles Talbot Smith Hanan, son of 
the widow of John H. Hanan, shoe 
manufacturer, died at his home in 
Fifth Avenue last week. His mother 
died on January 11. He was the son of 
Charles Talbot Smith and Evelyn Briggs 
Smith, who later married Mr. Hanan. 
The young man was 27 years old and 
was an interior decorator. He had no 
connection with the business of Hanan 
& Son. 


IMPROVED POWER PLANT 


To Be Erected by Amalgamated 
Leather Companies, Inc. 


The Amalgamated Leather Com- 
panies, Inc., have recently acquired in 
Wilmington a considerable piece of 
property on Monroe Street, which they 
have purchased from the Philadelphia 
& Reading Railway Co., on which they 
will build a large and improved power 
plant. 


Utica N.Y. 


EARLY CLOSING 


Shoe Merchants Say They Have Not 
Lost Trade 


Utica shoe men are heartily in favor 
of the early closing movement, which 
has gained ground rapidly here since 
its inception a few weeks ago. The for- 
mation of an organization by the retail 


clerks has had’ something to do with 
bringing about a six o’clock Saturday 
closing hour, instead of the usual 9.00 
or 9.30 o’clock period. Merchants in 
the shoe line say that they have lost no 
patronage through the early closing, as 
those who wish to purchase shoes find 
the time without having to wait until 
late Saturday evening. 


West Virginia 


SHOE MERCHANT DIES 


Richard A. Shurtleff Passes Away 
at Boston, Mass. 


The very distressing tidings reached 
West Virginia, January 21, of the death 
of Richard A. Shurtleff, prominent 
retail shoe merchant of Fairmont, 
W. Va., who passed away on the above 
date at the New England Baptist 
Hospital in Boston, Mass., after an 
illness of pneumonia. Mr. , Shurtleff 
went to Boston to attend the National 
Shoe Retailers’ Association Convention 


and while there was taken ill. He did 
not give up and made an effort to throw 
off his sickness and return home. He 
became so much worse that he was 
obliged to enter the hospital and his 
wife was notified of his illness. At 
first she was informed that his condi- 
tion was not alarming. Later another 
message came saying that Mr. Shurt- 
left was in a critical condition and Mrs. 
Shurtleff hurried to his bedside. 

The death of Mr. Shurtleff comes as a 
severe blow to the retail shoe merchants 
in the state. Fairmont loses one of its 
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most upright and public-spirited young 
men. By his own energy and thrifti- 
ness, Mr. Shurtleff had established him- 
self as one of the successful young busi- 
ness men of Fairmont. For a number of 
years he has been a member of the firm 
of Shurtleff & Welton, shoe merchants, 
and within the past year they had 
moved into their present large quarters, 
with a rapidly growing and well-estab- 
lished trade. 

The deceased is survived by his wife, 
formerly Miss Gladys Kyle, and two 
children, Virginia and Richard. He 
also leaves his aged father, E. W. Shurt- 
leff, and step-mother;. a sister, Mrs. 
David Kunst of Grafton; a half sister, 
Miss Blanche Shurtleff; and two 
brothers, Oliver and Clarence Shurt- 
leff, the latter of New York State. 
Oliver Shurtleff is a widely-known 
educator. 

Mr. Shurtleff was a man of pleasing 
manners and cheerful disposition, and 
was a favorite with all who knew him. 
He was a member of the Masonic lodge 
of Fairmont and other fraternal so- 
cieties. 

The remains left Boston, January 22 
and reached Fairmont, January 23. 
They were taken to the family home of 
the deceased. 


NEW SHOE STORES 


Bowling and Givens Retail Shoe 
Merchants at Beckley 


Messrs. J. I. Bowling and J. W. 
Givens have opened a new retail shoe 
store in the Ross building at Beckley, 
W. Va. It is the intention of these men 
to conduct a general shoe store. The 
firm is styled Bowling and Givens. 


ACQUIRES PROPERTY 


Fram Shoe Store of Cumberland, 
Md., Buys Valuable Building 


Harry Fram, proprietor of the Fram 
shoe store of Cumberland, Md., has 
purchased from Harry Footer the three- 
story building adjoining the Maryland 
theater. The store room, which has a 
frontage of thirty-five feet, according 
to the new owner’s plans, will be oc- 
cupied by him at some future date with 
an up-to-date shoe store. 


FAVORS WOOD 


Wheeling Shoe Merchant Gives His 
Choice for President 


Tony Coolsimo, general manager of 
the Wear-U-Well Shoe Company of 
Wheeling, W. Va., says: “I favor 
Major-General Leonard Wood for presi- 
dent, and as a second choice, I would 
say United States Senator Warren G. 
Harding of Ohio.” 
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Ti WALK-OVER Executive Building is unique in the shoe trade. Here 
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all the executive and office work of the business, except strictly factory 
detail, is performed. 

The building is five stories in height, containing a total floor space of 50,724 
square feet. 

There are 560 people employed here of whom about 60% are women. 

Most of the space is devoted to the executive departments, the Order 
Department alone occupying one floor on which are employed 150 people. 

Other departments are the Advertising, Auditing, Billing, Bookkeeping, 
Buyers’, Cost, Credit-Sales, Filing, Foreign, General Superintendent’s, Mechan- 
ical, Men’s and Women’s Departments of Design, Pay, Purchasing, Stationer’s, 
Transcribing, Transportation and WALK-OVER Stores. 

There are two dining rooms, one for the directors and their guests and the 
other for the use of the employees of the building. Excellent meals are served 
at nominal cost under the supervision of an expert dietitian, a graduate of 
Simmons College. In addition, there is a smoking room, a rest room, an emer- 
gency room, and a checking room where clothes are checked on the hotel plan. 
The upper floors are reached by two elevators and broad stairways. 

The building was dedicated Jan. 31, 1911, and so carefully and intelligently 
was it planned that even though the business since that time has more than doubled, the 
WALK-OVER Executive Building is still modern, up-to-date, and, except in one or two re- 
spects, entirely adequate for present-day needs. 

Fittingly, the building was recently dedicated to the memory of Eldon 
B. Keith, who died in London, Feb. 23, 1919. It was always his especial pride, as it originated 
in his mind, and to its planning and erection he gave his personal attention. 


Y GEO. E. KEITH C MPANY 


_Makers of WALK~OVER Shoes en and Women 
CAMPELLO, BROCKTON, MASS., U.S.A. = 


———= EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES IN THE UNITED STATES AND THE _—————— 
WORLD OVER, INCLUDING NEW YORK, LONDON AND PARIS 4sssssssssss 


KK LILLIA LMA LA CL 


“LSS SSS SSS AAAS SRSA 








— 
— 
— 
— 
— 
—— 
— 
= 
—— 
-— 
-_ 
— = 
— 
ya 
_— 
— 
— 
— 
= 
4 
— 
4 
= 
-— 
= 
= 
4 
= 
= 
= 
— 
-—{ 
+— 
= 
— 
-- 
-— 
+— 
— 
— 
= 
— 
= 
— 
= 
= 
4 
= 
=~ 
-_ 
4 
4 
= 
= 
— 
4 
—{ 
— 
+ —{ 
+—{ 
= 
—{ 
+ 4 
y— 
- 
; — 
-— 
+ 
4 
= 
— 
-— 
+ 
= 
-— 
4 
— 
-_ 
3 
~ 4 
= 
-— 
- 4 
— 
= 
-— 
4 
+— 
= 
— 
= 
-— 
-— 
— 
4 
-— 
—_ 
—4 
— 
4 
4 
— 
= 
- 4 
-_ 
}—4 
— 
= 
4 
-— 
— 
— 
= 
- 
= 
, 
+ 
— 
—} 
— 
-— 
4 
— 
— 
= 
= 
= 
-— 
}—3 
4 
— 
3 
— 
— 
— 
— 
— 
— 
— 
— 
— 
— 
— 








UTTTTIT TT TOTTI TTT TT TET TET TTT TTT TTT TTT TTT TTT TT TTITTITIITTITGIT EPP TPE 





SSssssss SPPDAADATLNATATALARADIDIQADARADDARVADARIVERAPDATRADITAIPEDTIDDTRDRTTATTATIT PDP errr Oe ee eee a aa aa eB IS BB TTI AAAS ANSE 


LUCICOUUMULMMMMMAMN MAMTA AAA AA AANA AA tdi 


TSS SEAS A SASS A AAR AAAS 


7 
nN 
SS 








oy 
i 
} 

Ka ) Ops 


SSS. 








= 














Feb. 7, 1920 


SHOE MONEY NEEDED 


Available Cash Gone and Bare- 
footed Youngsters Need Shoes 


The shoe fund maintained in the 
office of the superintendent of Hunting- 
ton, W. Va., schools for the benefit of 
poor children is exhausted. Many 
youngsters who are practically bare- 
footed are appearing daily at the office 
of the superintendent, so that the situa- 
tion is a peculiarly vexatious one. 
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The school authorities are interested 
in the shoe problem, not alone from the 
humanitarian standpoint, but from that 
of attendance as well. Frequently in 
severe weather, insufficiency of shoes 
keep children at home at a time when 
their advancement is at stake. 

This fund is supplied by contributions 
of the school children at Thanksgiving 
time. The fund was liberally supplied, 
but the demand since that time has 
been heavy. 


Rochester 


SPRING PRICES 


Rochester Shoe Dealers’ Association 
Members Name Averages 


At the regular meeting of the Roches- 
ter Shoe Dealers’ Association one of the 
members advanced the question, what 
would be the average price of men’s 
shoes for Spring. Several merchants 
gave their opinions, which ranged from 
$12 to $13.50 a pair. The majority 
seemed to approve of the $12 price as 
the average for men’s shoes. For 
women’s high shoes, the merchants 
thought $14 would be the prevailing 
price. The annual report made by 
A. L. Tobinson, treasurer, showed that 
the local association was in excellent 
condition, financially. 


A CONVENTION INCIDENT 


**A Good One”’ Related by William 
Pidgeon, Jr. 


Young ‘Billie’ Pidgeon, who is no 
small man himself as far as the shoe 
game is concerned, tells an interesting 
incident of the N. S. R. A. Convention 
at Boston. According to the story, 
Mr. Pidgeon was seated next to a 


stranger at one of the sessions of the 
shoe merchants and during a lull in the 
proceedings Bill politely inquired of the 
man at his left how trade was out the 
other man’s way. 

“Well,” said the stranger, ‘I own 
two stores, one in San Francisco and the 
other in Oakland. The store in Oak- 
land is only a little store, but is coming 
along rapidly; we did over a million dol- 
lars’ worth of business last year.” 

“‘What!”’ whistled Pidgeon, “Say, who 
are you if I may ask?” 

“Oh,”’ said the stranger, ‘‘My name’s 
Katschinski and I livein San Francisco.” 


JOHN FINK DIES 


Former Treasurer of Shoe Superin- 
tendents’ Association 


John M. Fink, for twenty years em- 
ployed at the Sherwood Shoe Company, 
and for several years foreman of the 
cutting department, passed away 
January 27, at his home in Rochester. 
Mr. Fink was treasurer of the Shoe 
Superintendent and Foremens’ Asso- 
ciation and was well known by the 
executives of the shoe factories. 


Chicago 


FACTORIES BUSY 


Orders Indicate that Brogue Ox- 
fords are Moving Strongly 


Practically every manufacturer of 
men’s shoes in Chicago is sold well 
ahead. 

During the Shoe Exposition several 
retail merchants were game enough to 
offer Fall business at prices quoted for 
Spring, but manufacturers generally 
were not in position to figure prices for 
Fall and consequently were not anxious 
to consider orders for delivery beyond 
June 15. 


A canvass of the orders in the hands of 
Chicago manufacturers of men’s shoes 
would indicate that brogues will be the 
leading feature in the stock of many live 
retail shoe merchants throughout the 
country. While some merchants have 
bought brogues in black, the great 
volume is placed on dark brown and 
medium brown boarded Russia. Some 
of these are made with extension heels, 
while many others are made with an 
ordinary straight heel. 

It is expected that the brogue oxford 
will sell very freely at the start-off of the 
Spring season when they will be worn 
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to a great extent with wool socks. Mer- 
chants have, therefore, as a general rule, 
specified the brogue oxford for early 
shipment. 


TRAVELERS IN FIELD 


Wholesalers Have 
Men on Spring Trips 

Several Chicago wholesalers have al- 
ready started their men on their regular 
trips for Spring business. The traveling 
men representing wholesalers selling the 
general line of footwear are finding busi- 
ness, generally, quite satisfactory, espe- 
cially in women’s pumps and oxfords, 
and misses’ and children’s shoes. 

All through the Winter, women have 
been buying low-cut shoes with spats. 
Merchants’ shelves are, therefore, pretty 
well cleaned of low-cut effects which 
makes selling easy on these items for 
early Spring delivery. 

Merchants are particularly interested 
in one and two-eyelet ties and oxfords, 
inasmuch as wool stockings are becom- 
ing a fad for early Spring trade, espe- 
cially is this true in women’s colored 
Russia on brogue and similar patterns 
which will be worn largely with wool 
hosiery. 


AMONG RETAIL STORES 


Women’s Boots with Extremely 
Long Vamps Being Cleared 

Several prominent Chicago loop 
stores are holding clearance sales on 
women's boots. Loop merchants seem 
to be imbued with the idea that no 
matter whether prices advance, hold 
present levels, or fall to a lower level, it 
is considered as good policy to clean up 
on high-cut shoes, especially those 
models which carry extremely long 
vamps. 

Beautiful shoes of excellent quality 
are shown in many loop stores at $7.85 
up to $10.45. From the prices marked 
on the shoes in the windows of several 
prominent State Street stores, the pass- 
erby will get the impression that ex- 
treme prices no longer exist. 


Local Started 


ASSOCIATION BANQUET 
Shoe and Leather Trade Group 
Elect Directors 

The annual banquet and election of 
directors of the Shoe and Leather 
Association of Chicago was held at the 
Sherman Hotel, January 27. The new 
directors elected were J. C. Hart of 
Kullman, Salz & Co.; J. K. Reynolds 
of J. K. Reynolds Company, in the 
leather trade; Frank W. Disbrow of 
Frank W. Disbrow & Co., in the hide 
trade; R. A. Reynolds, Sears-Roebuck 
& Co., in the shoe trade; and L. V. 
Cunningham of hide and leather. 

The principal speaker at the banquet 
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THE FASTEST GROWING S40p WOMEN’S NOVELTY SHOE 


These Beauties 
on the Floor 


ORDER 
TODAY 


No. 602—Women’s very Fine Qual- ’ No. 1349— Women’s Fine Quality 
ity Black Glazed Cabretta. Oxford Patent Colt Seamless Pump. Turn 
plain toe, flexible McKay sole, thin . sole, VW full Louis covered 
18-8 leather Louis heel, blind — heel. AA-A-B $6.00 
— ati : N No. 2923—Same as above except{in 
" demi-glazed Lunar Kid $6.00 


No. 805—Women’'s Brooklyn-made 
Black Ooze Calf; eyelet tie, silk rib- 
bon, turn sole, imitation tip. Full 
Louis heel. AA-A-B-C widths. . $9.50 


No. 3000—Same as above except 
in Goodyear welt sole. Brooklyn- 
made. AA-A-B-C $9.50 


No. 1032—Women’s Black Satin No. 2922—Women’s Demi-Glazed 
Seamless Pump, turn, fvll Louis Cabretta Seamless Pump, full Louis 
covered heel. Ba covered heel, — grade turn soles 
A-B-C-D ; AA-A-B-C widths $6. 


No. 1033—Seame in White 


OVELTY. 


NOVELTY SHOE BUILDING 
32 S.WELLS STREET CHICAGO 


$6.00 
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No. 2497—Women’s Genuine Vici 
Kid, two-eyelet tie, silk ribbon, high 
grade flexible McKay, thin leather 
Louis Heel. AA-B-C-D widths. $5.85 


No. 2500—Same as above except in 
patent colt. A-B-C-D $5.75 


No. 1402—Women’s Black Ooze 
Calf ——— Ties; silk ribbon 
turn. Full Louis covered heel. /t’s 
a beauty. AA-A-B-C-D widths $8.50 


OVELTY 
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No. 2501—Women’s Fine Quality 
Brown side Military Heel Oxford, 
imitation welt, tip, blind eyelets. A 
Classy Business Getler. A-B-C-D 
widths 


No. 2496—Same style as above 
except genuine dark brown kid, 
Goodyear Welt sole. AA-A-B-C-D 
widths 





MIDDLE WEST 





No. 3410—Women’s Brown Suede 
One-Eyelet Tie, full Louis covered 
heel, very flexible McKay soles. 
Prem tee, A-BsGeD...... isc cc $7.00 


No. 3409—Same in Black Suede. 
$7.00 


No. 861—Women’s Brown Side Ox- 
ford, military heel, McKay soles, 
imitation tip. B-C-D widths... $3.85 


Co, 





NOVELTY SHOE BUILDING 
32 S.WELLS STREET CHICAGO 
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MODEL 

Ss. 701 

“VOGUE” a 
Fine Coco Calf Tobasco 


i Ss 
IN Stock ae ys | oe 
AAA to C ; 


N the strength of style, “Glove Grip” Shoes will sell quickly. 
O Because they fit beautifully and wear well repeat sales will follow. 
Your customer will realize in “Glove Grip” Shoes a feeling of comfort 
never before experienced. Our exclusive features in construction 
account for this. The arch is supported in a perfectly natural way. With 
the oxford season close at hand and fashion dictating their wear, even 
through the Fall and Winter ahead, it becomes a matter of good busi- 


ness to buy now. Spring and Summer Stock Style Catalogue is Ready—Send for One 


M. N. Arnold Shoe Co. “ass. "°™| 
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was Henry R. Rathburn of the Chicago 
Chamber of Commerce who chose as his 
topic the development of the Lakes to 
Gulf Waterway Transportation. 


IN MEN’S LINES 


Clearances on Broken Sizes and 
Very Heavy Type 


Clean-up sales on short lots are being 
conducted in many of the good Chicago 
stores selling men’s shoes. The situa- 
tion in the men’s shoe business is some- 
what different than in the women’s shoe 
business, from the fact that most mer- 
chants expect men’s boots to be per- 
fectly good throughout the season, 
while few merchants expect to sell boots 


in any considerable quantity during the 
Spring season in women’s shoes. Con- 
sequently, clean-up sales on men’s boots 
are mostly on the extreme heavy type 
and on lines that are badly broken in 
sizes. 

Several merchants note an increased 
call for black wax calf. While there has 
always been a limited demand for this 
leather in the top-grade lines, there 
seems to be some indication for a re- 
vival of the demand for the old wax 
calf tannage in the medium high-grade 
lines as well. This may possibly be 
due to the fact that wax calf tannage 
does not have the tendency to crack 
and craze on the surface as do many 
chrome tan leathers. 


Columbus 


NEW STORE 


Erected by Morehouse- 
Martens Company 


To Be 


The Morehouse-Martens Company 
department store is a mass of ruins from 
a fire which totally destroyed the five 
buildings which were occupied by this 
well-known concern. The fire resulted 
in a loss of about $800,000, of which 
$600,000 was on the stock, the balance 
being on the five buildings under lease 
by the company. The firm employed 
close on to 500 men and women clerks. 

Plans to erect a new store in the 
Spring, which had been deferred by the 
company, will now be carried rapidly to 
completion. It is the intention of this 
company to erect a seven-story modern 
fireproof structure on the fire-swept 
site, which covers nearly half a city 
square. 

The losses of the Morehouse-Martens 
Company are fully covered by insurance. 

While this company has so far failed 
to secure a site for the immediate re- 


sumption of business, it will in no way 
interfere with its effort to immediately 
secure a new stock of goods. The buy- 
ers for the several departments and Mr. 
Wene of the shoe department expect to 
visit the eastern markets at once to 
place orders for an entire new stock of 
merchandise. 


COLUMBUS BRIEFS 


News of New Plants—Rubber Busi- 
ness Brisk 

The H. C. Godman Company, who 
operate several factories in this city, 
also several plants in other cities, have 
broken ground for their new building 
which will be five stories in height and 
will cover about a half a city block. 

The plant of the Julian & Kokenge 
Company, which is under construction, 
is progressing nicely and should be ready 
for occupancy before many months. 

Business among local jobbers has been 
very brisk on rubber footwear and all 
report a very satisfactory business on 
felt footwear for the coming Fall. 


Akron 


RUBBER WEATHER 


Four-Buckle Arctic a Big Favorite 
with **Milady”’ 

Akron is just emerging from the most 
severe icebound condition it has ever 
witnessed and consequently there is 
considerable slush in the streets. This 
condition has made a big run on rubber 
and cloth shoes, especially the four- 
buckle golosh, which ‘‘milady”’ likes to 
wear with only one buckle fastened, the 
other three beating a tattoo against 


each other. Rubbers are good sellers, 
but the demand is greater for the big 
shoe. The men are sticking to the rub- 
ber pretty generally, although the high 
boot is not unusual on the streets. 


BUSINESS EXPANSION 


Hanover Shoe Company to Move to 
Larger Quarters 


The Hanover Shoe Company, of 
which Bert Mills is manager, will move 
from its present location at 71 South 
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Main Street to 59 South Main Street, 
into larger and more satisfactory quar- 
ters. During the 12 years of Mr. Mills’ 
management, the business of this com- 
pany has grown immensely and it is 
found that the present quarters are 
entirely too cramped. Additional sales- 
men will be added to the force, and the 
stock, while it will not be changed, will 
be thoroughly gone over. 

This company is having an unusual 
run on the narrow English toe for men, 
particularly in the dark browns. W. J. 
Johnson is assistant manager of the 
Hanover store. 


SLOW SHIPMENTS 


Merchants Complain Regarding De- | 
lay in Receiving Low Shoes 

Merchants generally are commenting 
on the slowness in which they are re- 
ceiving shipments of low shoes. Many 
calls are received each day for this kind 
of stock which cannot be filled, some of 
their customers being satisfied to wait, 
while more impetuous ones are going to 
neighboring markets and _ supplying 
their wants. 

The Miller-United store reports that 
it is virtually sold out of high shoes 
daily. Only by its close proximity to 
other stores of the same company is it 
able to add to its depleted stocks. 


PROGRESSIVE BUSINESS MAN 


John H. Wagoner, Senior Member 
of Wagoner & Marsh 

One of the most progressive men in 
the business life of Akron, Ohio, is 
John H. Wagoner, senior member of 
the firm of Wagoner and Marsh. Mr. 
Wagoner has sold shoes here for more 
than 40 years, and for the past 15 years 
has been associated with G. C. Marsh 
in the shoe business. 

The firm of Wagoner & Marsh oper- 
ates two stores, one an exclusive men’s 
store at 45 South Main Street; the 
other at 72 South Main Street, and is 
one of the biggest firms in the city. 
Its growth reflects upon the honesty 
and integrity of its members and their 
desire to please the buying public. 

Mr. Wagoner has for the past 28 
years acted as secretary of Nemo Lodge 
No. 756, I. O. O. F., as well as being 
active in other fraternal organizations 
of the city. As a token of appreciation 
for Mr. Wagoner’s untiring efforts, his 
fellow-members presented him with a 
pair of diamond studded cuff links, a 
gold fountain pen and a gold pencil. 


AKRON BRIEFS 
R. W. Johnson and R. W. Schau- 
weker Ill 
R. W. Johnson, manager of the 
Wagoner & Marsh Shoe Company, has 
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‘THE INDUSTRY’S 





Awaits Your Orders 


O statement could be more 

significant perhaps, than 
this: More Goodyear Winzfoot 
Heels are Sold than any Other 
Brand. 


Manufacturer, retailer and wearer 
alike have accorded the Goodyear 
Wingfoot Heel this extraordinary 
patronage—after several years of 
selling and wearing experience 
with it. 





YOUR NINETEEN-TWENTY SPECIFICATIONS 
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FAVORITE HEEL 





With Output Quadrupled 


O meet your 1920 demand, 
Goodyear Wingfoot Heel pro- 
duction has been doubled—and will 
soon have been redoubled—a 400% 


increase. 


Your orders during the coming 
season will find the Goodyear 
Wingfoot Heel ready. Quad- 
rupled production assures 
punctual delivery on this, the 
industry’s favorite heel. 





WILL FIND YOUR MANUFACTURER READY 


Guara wont y soe ost ee tet 
WiNG Seemte cease 
Raber heels so good that but 
=p 6p = n 627,000 is returned under this 
oe ment warranty. 
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SHOE BOTTOMING. 


Do YOU quite APPRECIATE WHAT IT MEANS 
to have GOOD WEIGHT FINE SOLES put on 
YOUR SHOES? 


A FEATURE ALWAYS PREDOMINANT in 
PLANT BROS.'S SHOES for WOMEN is 
GOOD BOTTOMING. WE USE HEAVY IRON 
SOLES, and trim to DAINTINESS. 
ANSWER---SERVICE.---THE SHOES HOLD 
THEIR SHAPE. 


YOU CAN FIND REAL MONEY in the 
TOP-LIFTS of OUR HEELS, when you DELVE 
into the "INARDS" of them, and COMPARE 
THEM WITH MANY OTHERS. 


If IS TRUE that the GOST of these 
points IS BUT LITTLE MORE, yet these are 
THE LIPE-POINTS of PLANT PROCESS SHOES, 
and they SPELL SATISFACTION to YOU 
and YOUR CUSTOMERS. 


OUR STYLE ANNOUNCEMENT WILL 
FOLLOW SHORTLY. 


—— 
MANCHESTER, NEW HAMPSHIRE 
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been forced to leave his store duties, 
owing to a heavy cold which threatens 
to develop into the influenza, which 
seems to have Akron in its grip. 

R. W. Schauweker, manager of the 


Petot Shoe Company, is also confined 
to his home with a similar ailment. It 
was feared that Mr. Schauweker was 
developing pneumonia, but it is thought 
this has been warded off. 


Philadelphia 


BUSINESS BOOSTING 


Mayor Promises a Systemized Ad- 
vertising Campaign for City’s 
Products 
At a recent meeting of the Phila- 
delphia Association of Credit Men, 
Mayor Moore made it quite clear that 
his administration is going to be one of 
concentrated work in boosting Phila- 

delphia’s business interests. 

The mayor stated that the city is con- 
sidering plans for a systemized adver- 
tising campaign to spread the name of 
Philadelphia’s products, not only 
throughout the country, but through- 
out the world. Details of the plan are 
not yet available. 

Another project he mentioned was 
that of a big “sample warehouse,” 
which would be instrumental in bring- 
ing buyers of the world to Philadelphia 
in order to buy Philadelphia-made 
goods. 

LEATHER MARKET 


Shows Increased Activity—Boston 
Convention Acts as Stimulus 

The leather market here has shown a 
considerable increase in activity in 
the past month, and the volume of 
trading is in sharp contrast with the 
dullness of several weeks ago. 

Sole leather in the top grades is de- 
clared to be in good demand, as indeed 
have all lines of sole and upper leather 
since the Boston Convention. Shoe 
manufacturers attribute this first to the 
natural hesitancy in buying which pre- 
ceded such an important trade gather- 
ing, and secondly to the confidence in 
the shoe situation which was developed 


by the reports of conditions heard there 
from every branch of the shoe and 
leather industries and trades. These 
reports removed uncertainties. 


RETIRES FROM BUSINESS 


H. S. Kofoed Formerly at German- 
town Avenue 


H. S. Kofoed, who for many years 
has conducted a retail shoe business at 
2738 Germantown Avenue, has retired. 


A CONVENTION STORY 


About “‘Jacob ’’ Propper, the Little 
**Big’?’ Man of Manayunk 


One of the good stories told about the 
Philadelphia delegation at the Boston 
Convention, related by David Strumpf, 
president of the Philadelphia Shoe Re- 
tailers’ Association, Inc., is as follows: 
“Jake” Propper, the little ‘““Big’’? man 
of Manayunk, claimed that he had his 
arm around Mrs. George M. Garman’s 
waist. An investigation proved that 
the waist referred to was a handsome 
georgette affair which Mr. Garman had 
purchased at the department store of 
William Filene’s Sons Company, while 
attending the Boston convention. 


AT PALM BEACH 


Frank J. Reizner Spending Feb- 
ruary and March 


Frank J. Reizner, the Market Street 
shoeman, is spending February and 
March at Palm Beach. “Frank” is a 
live-wire shoeman and believes in the 
old adage: “All work and no play makes 
Frank a dull boy.” 


Haverhill 


EASTER BUSINESS 


Producing for Early 


Spring Delivery 


Easter Saturday, which falls on 
April 3 of the present year, is the big 
sale day with retail shoe merchants. 
Haverhill shoe manufacturers, antic- 
ipating as far in advance as possible 
the demands of their customers for 
Easter footwear, have been for weeks 


Factories 


working at the full capacity of their 
plants in order to make shipments as 
far in advance as possible. Practically 
all shoe manufacturing plants in Haver- 
hill are 100 per cent sold on Spring 
goods, and the Easter rush is already on. 
Merchants who placed early orders for 
Spring goods are assured of fairly 
prompt deliveries, while late-comers 
are compelled to take their places in 
line as regards deliveries. 
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SILK LACES 


W. E. Ellis Company Specializes in 
Their Production 


W. E. Ellis Company, one of Haver- 
hill’s old established houses, has, among 
its diversified manufacturing articles a 
specialty called the “‘Staso” Silk Laces. 
These laces, which are designed for 
the highest class trade in men’s and 
women’s footwear, are carried in stock 
by this concern for prompt delivery. 
A unique catalog and color card showing 
styles and colors of the laces is sent out 
to the trade. W. E. Ellis, head of this 
business, has been, for many years, 
prominent in Haverhill as a manu- 
facturer and leading business man. 


CHOSEN DIRECTORS 


Shoe Men Officials of 
Organization 


Hervey E. Guptill of Hervey E. Gup- 
till Co.and J. H.W. Whitcomb of Whit- 
comb Shoe Co. were chosen on the 
board of directors of the New England 
Shoe and Leather Association at the 
annual meeting of that organization in 
Boston last week. Mr. Guptill and Mr. 
Whitcomb are well-known members 
of the Haverhill industry. Mr. Guptill 
has, for many years, been connected 
with the production of women’s foot- 
wear and Mr. Whitcomb, a son of 
Myron L. Whitcomb, head of the 
Whitcomb Shoe Company. is one of 
Haverhill’s rising young men in the 
shoe manufacturing trade. 


FACTORY FLOOR SPACE 


Wanted— Applications Made to 
Chamber of Commerce 


Further development of Haverhill 


Local 


‘shoe manufacturing and accessory busi- 


ness is foreshadowed in applications for 
factory floor space which have been 
received by the Haverhill Chamber of 
Commerce. These come by mail and 
also through personal visits from men 
who wish to be identified with Haver- 
hill as regards production of shoes and 
kindred lines. All available factory 
space, including buildings now ap- 
proaching completion, is occupied or 
under lease. The Chamber of Com- 
merce has received an application for 
15,500 square feet of factory space, 
another for 12,000 and several others 
for smaller accommodations. 


INCREASING OUTPUT 


Oriental Boudoir Company Enlarg- 
ing Its Slipper Production 


The Oriental Boudoir Company is 
planning to increase its output to 
two thousand pairs daily of women’s 
turn boudoirs, strap sandals and house 
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slippers. This concern carries boudoir 
slippers in stock in all colors and grades. 
Salesmen are starting out to cover the 
principal points throughout the United 
States with new samples. Larger 
quarters are being sought as a means of 
accommodating this growing business. 


WOOD HEEL PRODUCTION 
All Factories Are Now Working on 
Full Time 


It is of interest to the trade to note 
that Haverhill, as the leading center 
for the production of wood heels, is 


now having a Fall output of these goods. 
The dozen or more concerns engaged 
in the production of wood heels are 
well supplied with orders and are 
assured of production at capacity limit 
during the next few months. Many 
shoe manufacturing concerns, as well as 
retail shoe merchants are largely de- 
pendent upon Haverhill for wood heels. 
As these are used in a substantial 
amount of ‘the women’s footwear pro- 
duction, the output of Haverhill wood 
heel factories is of importance to all 
manufacturers of and dealers in women’s 
McKay, turn and welt footwear. 


Worcester, Mass. 


WORCESTER BRIEFS 


Items on Men and Events in Retail 
Trade 

Rueben Day, for many years man- 
ager of the W. L. Douglas Shoe Store 
and recently manager of the Walk-Over 
Boot Shop, has accepted a position with 
the Travelers’ Insurance Company. 

Jacob Feinberg of Brockton, former 
president of the Brockton Retail Shoe 
Dealers’ Association, has purchased the 
shoe department at Lowell’s Shoe Shop 
and will make many improvements, 
adding young men’s shoes. 


The Worcester Retail Shoe Mer- 
chants’ Association extend a_ hearty 
welcome to Mr. Feinberg on his coming 
to their midst. 

Martin Phelan, assistant manager of 
the Regal Shoe Company, has been ill 
for the past week. 

The Sample Shoe Company, 151 
Main Street, conducted for many years 
by Harry Law, has been leased. A new 
store will be opened at 265 Main Street. 

E. A. Kelly, proprietor of Bemis & 
Co., has been on the sick list the past 
week, 


Brockton 


gard to the business outlook. On the 
contrary, I expect a continuation of 
the excellent business which we have 
transacted during the past year.” 


CONTINUED GOOD BUSINESS 


Opinion of Visiting Retailer on 
Trade Outlook 


A merchant from one of the South- 
eastern states, who was in Brockton on 
a visit to one of the local factories, a 
few days ago expressed an optimistic 
opinion in reference to the business in 
his locality during the present year. He 
said, “I feel certain that the sale of 
good shoes will continue excellent during 
the next few months. I base my opinion 
of course, largely upon our own business, 
present and prospective. We have 
bought shoes in Brockton for many 
years and we regard the city as a leader 
in style and quality of men’s footwear. 
We have no difficulty in obtaining ask- 
ing prices for such merchandise. People 
in our city and vicinity are making more 
money than ever and spending it 
freely for shoes and other articles of 
wearing apparel. With present prices 
prevailing, or even any moderate 
advance which may be necessary, I can 
see no reason for apprehension in re- 


NEW SHOE CONCERN 


Will Begin Manufacturing Goods 
in This City 

The Co-operative Shoe Company is 
the style of a concern which will begin 
manufacturing shoes in Brockton about 
March 1, with an initial output of 30 
dozen pairs daily. The concern has 
3,000 square feet of floor space, which 
is now being equipped with machinery 
and electric motors for supplying power. 
A good grade of men’s welt footwear 
will constitute the production. 


ACCEPTS NEW POSITION 


Local Advertising Manager Going 
to New Field 


Bradford P. Marble. for the past two 
years advertising manager for M. A. 
Packard Company, has resigned this 
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position to accept one with the Marion 
Shoe Company, Marion, Indiana. In 
his new work he will act in an executive 
capacity in the sales and advertising 
departments. Mr. Marble has had 
extended experience along these lines. 
He served for five years as advertising 
manager for George H. Snow Company 
previous to his connection with M. A. 
Packard Company. Until recently 
he has been secretary of the Old Colony 
Advertising Club. Mr. Marble will be 
associated with C. A. Sabine, sales- 
manager of the Marion Shoe Company, 
also a former Brocktonian, and 14 
years with the C. A. Eaton Company. 
Mr. Marble will have the best wishes 
of a large circle of trade friends for suc- 
cess in his new position. 


INCREASING OUTPUT 
Shows 


Manufacturing Concern 
Growth in Output 


The Elliot Shoe Company, with 
factory on North Main Street in this 
city, has increased its production of 
men’s Goodyear welts to 60 dozen pairs 
daily. This concern has been in busi- 
ness for the past three years, during 
which time it has made a steady and 
consistent growth. The Messrs. Collins, 
who have been identified with this busi- 
ness from the beginning, attend to the 
manufacturing and selling departments. 
Both have had long experience in their 
respective lines. 


STYLES IN STOCK 


Gotten Out by Manu- 
facturing Concern 


Booklet 


Among the attractive in-stock book- 
lets gotten out for the Spring and Sum- 
mer season is that recently issued by 
Thompson Bros. Shoe Company. II- 
lustrated and described are half a 
dozen shoes in black and colors available 
for immediate shipment. The stock de- 
partment of this concern has shown a 
substantial growth during the past 
few seasons and plans have been made 
for a still further increase. 


HIGH MARK 


In Shoe Shipments Reached During 
Month of January 


For the first week of January shoe 
shipments from Brockton factories 
amounted to 15,749 cases as compared 
with 15,055 cases for the same week in 
1919. The month of January, 1920, 
with a total of 71,178 cases shipped, 
shows a_ substantial increase over 
January, 1919, when 67,332 cases were 
shipped. Shipments for January, 1920, 
were the largest for the first month in 
any year since 1914. 
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AZTEC 
CALF 


ZTEC CALF is recognized the 
A world over as the standard of 

excellence for Spring and 
Summer shoes for men, women and 
children. Pliable and strong, this 
leather is pleasing to the eye and 
comfortable on the feet. Aztec 
Calf will be offered in the coming 
season’s fashionable shades. 





MANDARIN 
SIDES 


CHROME tanned side 

leather made in glazed and 

boarded finish and offered in 
two colors. Mandarin Sides are 
strikingly attractive and of the 
highest integrity. They are de- 
signed to meet the call for fine 
shoes that can be sold at prices de- 
manded by the great majority. 








FOUR STANCH LEATHERS 
FOR SPRING 1920 








NORWEGIAN 
VEALS 


NE of Gallun’s specialty 
leathers—a heavy, rugged, 
high-grade leather that is the 

first choice of high-grade manufac- 
turers for the popular brogue shoe. 
Norwegian Veals are suitable for 
both men’s and women’s shoes and 
are produced in two colors and 
black. 





VIKING 
CALF 


STRONG grained mellow calf- 
A skin that is moisture-repel- 
lent. This leather does not 
peelorchip and is especially adapted 
for a high-grade shoe. Viking Calf 
is favorably known and universally 
used by discriminating shoe manu- 
facturers. It takes a_ brilliant 
polish and is offered for the coming 
season in five colors and black. 








MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


H. A. ELY, Manager, 





A. F. GALLUN & SONS CO. 


11 EAST STREET, BOSTON, MASS. 
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Boston 


JANUARY BUSINESS 


Local Retail Shoe Merchants Satis- 
fied with Results 


The retail shoe men of Boston are 
much pleased over January business 
just closed. The public has seemed 
eager to take advantage of the special 
offerings which were made in many of 
the city’s establishments. Some stores 
did not hold regular clearance sales, 
advertised in the newspapers as such, 
but offered on their counters certain 
grades at special prices. 

Many sales of Spring footwear have 
been made. Windows and attractive 
cases have featured the new models. 
Among the Spring merchandise shown 
are attractive models in hosiery, both 
woolen and silk. Buckles twinkle as 
merrily as ever, and are sold in large 
numbers at the present moment for 
party purposes. 


BIG RUBBER SALES 


Four-Buckle Arctics Daily Growing 
In Popularity 


The past month and the first week 
of this month have certainly been a 
favorable period for the selling of 
rubbers and arctics. The four-buckle 
arctic is the favorite of the Winter. 

Many weeks ago, so it is reported, 
some of the Harvard students decided 
that it was not worth while to buckle 
their arctics while going from one 
building to another in the Harvard 
group. An observant Wellesley girl 
who happened to be on the scene 
noticed what she considered the rather 
“swagger” appearance of the Harvard 
boys. She, therefore, set the style 
for Wellesley and many girls from this 
college appeared wearing their arctics 
unbuckled, not only from classroom to 
classroom, but for promenade from Wel- 
lesley to Boston and other sections. 
Other observant citizens thought the 
fad a rather attractive one and adopted 
the unbuckled arctic feature. 


At the present time it is quite the 
usual thing to see the dainty miss, who 
formerly tripped the streets of Boston 
in pumps and silk hose, during the cold 
wintry weather, now wearing the more 
ungainly, though more seasonable style 
of the unbuckled arctic. The un- 
buckled arctic has been a rather ultra 
style this season, but in the opinion of 
a well posted retail shoe merchant of the 
city, this style will be considered regular 
and even more generally adopted for the 
Winter of 1920. 


REGAL BUSINESS 


Manager Buckley Reports a Re- 
markable January 


J. J. Buckley, manager of the Regal 
Shoe Company at 109 Summer Street, 
and New England District Manager of 
the Regal Stores, reports 9 remarkable 
January business. At this store there 
have been no sales, but simply staple 
merchandise has been offered. 

“The volume of the city’s business 
seems to have been on rubbers, hun- 
dreds of pairs have been sold,” said 
Mr. Buckley. ‘‘At the ‘present time 
there seems to be a scarcity of arctics. 
I predict that next season will be the 
biggest arctic season the retail shoe 
merchants have ever seen. The public 
seems to have made the wearing of 
arctics a fad, especially with the buckles 
unloosened, both young men and young 
women considering it “‘swagger’’ to go 
about with their arctics unbuckled. 
Arctics certainly are the prevailing and 
popular warm shoe for the Winter. 

“IT can say that my Boston stock is 
pretty clean; that the shoe business is 
still very active—still on the jump—no 
lag. Prevailing prices areinforce. My 
Spring merchandise is just coming in, 
and I find that there is a strong demand 
for it on the part of the public. In 
fact, there seems to be a general move- 
ment on the part of the public to buy. 
The new oxfords are at least $2 or $3 
cheaper than boots and with the spat 
are high in favor with both men and 
women. The combination proves a 
comfortable one for these months. 


New Combination 


“They tell me that there is a tendency 
among the fair sex to wear a heather 
stocking over the silk hose so that 
*“Mi-Lady” can easily remove the 
heather stocking when she wishes to 
attend an afternoon or evening function 
and be all equipped to trip the measures 
of the jazz. 

“‘Vamps on the new boots for Fall will 
surely be one inch shorter and the boots 
will be certainly higher as to price.” 


THE “‘BABETTE”’ PUMP 


Shown at Wm. Filene Sons Com- 
pany’s Women’s Department 


The “Babette,” a one-eyelet tie, in 
black, brown, black satin and gray 
announced at the women’s shoe de- 
partment of Wm. Filene Sons Company, 
**As Seen On the Boulevards of Paris,” 
was featured in attractively lighted 
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cases. Beside the “Babette” were some 
“Lucille” four-inch vamp pumps, which 
accentuated the ‘‘Frenchy” lines of the 
former. The “Babette’’ was priced 
at $13.50. A pretty ‘““Gypsy Queen” 
model witb a brown kid vamp and light 
brown ooze quarter was also attractively 
featured. 

This store has not conducted any 
special sales, although a special lot of 
shoes has been featured in women’s lines 
at $6.85. These shoes are in combina- 
tion boot effects with gray leather vamps 
and gray cloth tops; a gray kid with a 
fawn top was noted, also a black patent 
vamp with a gray cloth top; these came 
in Louis and military heels. In the 
girls’ department, specials were offered 
at $5.85. 

Attractive Card 


An attractive card announced the 
following special: Tan oxfords or black— 
$10.75; spats, $2.25; combination, $13. 


AT HOVEY’S 


Attractive Window Display of 
**Queen Quality’? Shoes 


One of the Summer Street windows of 
the C. F. Hovey Company showed an 
attractive arrangement of Queen Qual- 
ity pumps, oxfords, and boots for 
women. 


TACK COMPANY SOLD 


Atlas Company in Hands of New 
England Banking Interests 


The Atlas Tack Company, Fairhaven, 
Mass., has been sold by the Henry H. 
Rogers Estate to prominent New Eng- 
land banking interests. The company 
is one of the largest producers of tacks 
and nails in the shoe trade. It uses 
16,000,000 pounds of steel wire yearly 
which gives some idea of the tremendous 
quantity of tacks produced. 


A TANNERY VISIT 


By Shoe and Leather Class Boston 
Continuation School 


The pupils of the shoe and leather 
class of the Boston Continuation School 
visited the Beggs & Cobb Company 
tannery at Winchester on the afternoon 
of January 30, in charge of Instructor 
James W. Dyson, and were given a very 
instructive insight into modern tannery 
methods. The present class is one of the 
largest and best that has been enrolled 
since the school was first organized 
eight years ago. 


PLANT EXTENSION 


England, Walton & Co. Will In 
crease Production 25 Per Cent 


A recent report from Olean, N. Y., 
says in part, “The tannery of Eng- 
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land, Walton & Co., on the East Side, 
will be enlarged by the building of a 
dry and finish department, which will 
increase the production of the plant 25 
per cent. The addition will be 100 feet 
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by 50 feet. It will be three stories in 
height and will be built on to the main 
building. The new structure will be 
completed April 1 and new machinery 
for it has been ordered.” 


Buffalo, N.Y. 


THE RETAIL TRADE 


Recent Price Features Noted in 
Various Stores 


Recent features at Buffalo’s retail 
stores included the following: William 
Hengerer Company, evening slippers, 
gold or silver cloth, black satin or 
bronze kid, $8.85; Oppenheim Collins 
& Co., clearance of 1,000 pairs of wom- 
en’s boots, $5.90; J. N. Adam & Co., 
evening slippers, $6.95; Factory Sample 
Shoe Store, women’s new Spring boots, 
tan Russian calf, all-over black kid, 
$7.95; Kinney’s, clearance of men’s 
and women’s shoes, $3.90; J. N. Adam 
& Co., Spring oxfords, brown kidskin, 
$10.75; Adam, Meldrum & Anderson 
Co., women’s boots reduced in a clear- 
ance from $14.00 and $15.00 to $12.50. 


INDOOR GOLF 


Stimulates Trade at J. N. Adam & 
Co.’s 

J. N. Adam & Co.’s department 
store has opened an indoor golf school 
on the sixth floor of their building. 
Golf shoes and hosiery are among the 
goods handled in connection with the 
school. There is also an ‘‘1920 assort- 
ment of golf clubs, bags, balls and other 
accessories.” Christopher and Lionel 
Calloway of the Buffalo Park Club are 
the instructors. A number of beginners 
as well as experienced golfers are patron- 
izing the school. There is a patented 
course where the students can play the 
entire 18 holes, using all clubs in their 
usual routine with fuli force and in 
regular form. The school is bringing 
extra trade to the company’s shoe and 
hosiery departments. 


RUBBER SALES 


Local Store Second in S. B. Thing 
Drive 


“‘We made a special feature of rub- 
bers in the past month, and the drive 
was a great success,” said E. Melton 
Squires, manager of the Buffalo store of 
S. B. Thing & Co. “All stores in the 
company’s chain took part in the cam- 
paign and ours stood second in the 
record of a total number of sales.” 

“‘We help you to Hooverize, etc., in 
the purchase of footwear,” is one of the 
slogans of this store. Trade is at- 
tracted here from all over the city and 


from Western New York and Canadian 
points. 

The company also makes a special 
feature of hosiery. The heavy woolen 
goods are most in demand just at 
present. When the weather is warm 
the door and show windows of this store 
are opened wide and a great quantity of 
footwear and hosiery are placed at the 
front of the store, where the crowds 
make quick selections. 


MEN’S STORE . 
Frederick Becker Opens at West 
Eagle Street 

Frederick Becker, former sheriff of 
Erie County, N. Y., has opened a shoe 
store, exclusively for men, at 20 West 
Eagle Street, Buffalo. On account of 
his political and trade connections, Mr. 
Becker has an extensive acquaintance 
among local professional and business 
men. The new store is in a central lo- 
cation, a short distance from the 
Iroquois, Buffalo’s largest hotel. The 
place is handsomely appointed and 
stocked with a variety of lasts. Mr. 
Becker has conducted a successful shoe 
store at 194 William Street for a long 
time. He is featuring the Stetson and 
Trupedic lines. 


THRIFT WEEK 


Local Retail Merchants Advance 
Good Sales Arguments 

Buffalo recently took part in the 
national celebration of thrift week. 
Thrift was used as a sales argument by 
some of the local shoe men. It was 
pointed out that thrift may be exercised 
wisely by purchasing footwear, moder- 
ately priced for first quality, and, in 
many instances, reduced in price to 


_ close out certain lines. 


“THE STERLING NOTE” 


Distributing Guarantees of Style 
and Quality Values 
The Sterling Shoe Stores are dis- 
tributing what is termed “the Sterling 
Note,”’ the wording on which is as fol- 
lows: ‘“‘We promise to pay to the 
bearer, on demand, the entire purchase 
price of this pair of shoes, if—after your 
comparison—you (the purchaser) do 
not agree that you have saved from $2 
to $3 on these shoes, style and quality 
considered, provided said shoes are 
returned in original condition.” 
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Among the reasons given for the 
saving on the Sterling shoes are these: 
“Only a tiny profit is necessary on each 
pair of shoes—because of economy of 
Sterling management and vast volume 
of Sterling sales; no credit losses; no 
delivery expenses; Sterling shoes are 
sold on a basis of original cost, re- 
gardless of present high cost of ma- 
terial.” 


Gilmers, Incorporated 


$60,000,000—Located at 
Winston-Salem, N. C. 

Gilmers, Incorporated, of Winston- 
Salem, North Carolina, has become a 
part of the United Retail Stores Corpor- 
ation of New York City. The parent 
organization is the one in which Messrs. 
George J. Whelan and J. B. Duke of 
New York, are largely interested, and 
its plans for the future will doubtless 
include the ultimate establishment in 
almost all parts of the world of its chain 
of mercantile enterprises. 


Capital 


Hundreds of Stores 

Gilmers, Incorporated, will have a 
capital of $60,000,000 and will be in- 
corporated under the laws of Delaware. 
Its field of operations will not be con- 
fined to any section nor to any country. 
The Gilmer organization will have 
charge of the cash and carry depart- 
ment store feature of the business of 
the United Retail Stores Corporation. 
All of the department stores of the 
parent organization will be parts of the 
Gilmer chain. Other units of the parent 
organization will look after additional 
lines embraced in the scope of opera- 
tions of the United Retail Stores Cor- 
poration. 

Its Goal 

The home offices and warehouses will 
be located at Winston-Salem, North 
Carolina. Business will be in charge of 
its former managers, John L. and Powell 
Gilmer. The goal that the Gilmer 
organization has set out to reach is one 
thousand big department stores as 
quickly as locations can be secured and 
the organization perfected. Their next 
big cash and carry store will be opened 
in Norfolk, Virginia, about April 1. 


**Gilmer Men”? Managers 


A feature of the Gilmer system of 
organization is a “second man” for 
every place in the organization. New 
men are constantly being trained in the 
company’s system of operations and 
prepared to take up the work in new 
stores as they are opened. For instance, 
the Norfolk store will be in charge 
throughout its various departments of 
Gilmer employes who have received 
training in other stores of the chain, and 
so on. 
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A Guaranteed Service Shoe for 
Every Customer 


“‘This should be the most attractive trim that I have 
ever put in my window, for Neolin-soled shoes, fairly 
priced and guaranteed for long wear, have an appeal © 

oul every man and woman who passes my store.’ 
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ETAILERS who stock a full line of guaran- 

teed NeGdlin-soled shoes for men, women and 
children are making the most of a splendid op- 
portunity to give their customers the full value 
that they now look for in the shoes that they buy. 
To limit the stock of NeGlin-soled shoes to a few 
styles is to put a restriction on profitable sales. 
For all shoe buyers want the extra long wear and 
the comfort that Nedlin Soles give. They will 
purchase NeOlin-soled shoes provided they can 
find a shoe that combines style with these more 
practical qualities. As more than 500 styles of 
shoes are now offered by the manufacturers of 
guaranteed NeOlin-soled shoes, a retailer can select 
a stock that will attract every customer who 


enters his store. 

















THe GoopyvEAR TIRE & RuBBER COMPANY 
Offices Throughout the World 







Goodyear Wingfoot Heels are the guaranteed walking mates of 
guaranteed Nedlin Soles. They’re so good that more than 80 per 
cent of the shoes made in this country with branded heels are fitted 
with them. Only one pair in 627,000 is returned for adjustment. 


Soles 


COMFORTABLE 











Is it worth 1634 cents a day to you to know that 
your cost figures are right? To know that your 
invoices are right? To know that your bills are 
checked accurately, payrolls figured correctly, chain 
discounts, interest and all your other figure work 
positively correct? 





Is Accuracy Worth This Much to You? 


T a maximum cost of 1614 cents a day the Monroe’ easy turns of the crank. A constant, visual proof of 
Calculating Machine will do all your figure work accuracy is always before youon the Monroe. Every 
for you. It will not only do your adding but mul- factor of your problem is shown either on the Monroe 
tiplies, divides and subtracts as easily as other keyboard orin the Monroe proof dials. On the Monroe 


machines add. Surely 161% cents a da ou can see as you go that your answer 
y 72 y y you g y 


is a negligible cost when you measure | Crecreg Blative,.00, time saving | is correct. 
m / . Calculating Machine, would say . ° 
the value of the ye Pal bn 8 . pe Os on Tt Convince yourself. See the Monroe in 
- figure that 40 per cent of time is : . ° 

accurate figure-work, the elimination of | Saure that 40 per cent of time ts |. ti5n on your daily business problems 
costly errors, and the extra time it gives | $guting monthly reports, eT ate it 
” a ic m, our cier. maintains she . 

re Se ee in your own office: chain discounts, cost 


your employees for other work. ‘This seems rather high to ut but | finding, figuring interest, payrolls, ex- 
r . . is made.’* Sherwood Shoe Comp any, ° . . *.9 , 
The explanation of the Monroe is Rochester, N. Y. tending invoices, etc. If it’s worth 1614 
cents a day to have your figure work 

accurate it’s worth a two cent stamp to mail the cou- 


simple. It finds the answer by the 
pon below and learn conclusively why the Monroe 














simple method—direct from problem to result. That 
is why, even with an inexperienced operator, the 
Monroe outfigures other calculating machines. That means 

is why you can actually multiply and divide on the —faster figuring 
Monroe at the same time, in one action—by a few —absolute accuracy 





Calculating 
Machine 


Monroe Calculating Machine Co. 
Woolworth Bldg., New York, N. Y. 
Offices in Principal Cities 
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Activity in Leather 


Prices Are Firmer and Buyers Are Contracting for 
Season’s Run---Nothing in the Situation to 
Warrant Expectation of Lower Values 


Sizable sales of sole leather have 
been one of the features of the market 
during the past ten days. Prices have 
varied according to tannage, weight and 
selection, and whatever change there 
has been was in the direction of greater 
firmness. Sole leather is a little dearer 
all around than a few weeks ago. There 
have been liberal contracts placed for 
oak sole and shoe manufacturers are 
contracting for their season’s supply. 
The opinion is held that hide advances 
have stimulated buying and strength- 
ened prices. Oak sole bends for finders’ 
use are selling at $1.20 to $1.22. Sales 
are made at lower figures, but. some 
advance appears over previous weeks. 


Upper Leather Stronger 

The upper leather situation is in a 
strong position and with prices of raw 
stocks showing a stronger tone, there is 
little likelihood of obtaining upper 
leather on a lower basis through the 
Spring run. Shoe manufacturers are 
generally oversold and this alone indi- 
cates a continuous strong buying move- 
ment. ’ Ree 

There will probably not be sufficient 
first quality material in calf and kid to 
meet all the demand, and as in the past 
season, the new finishes of side leather 
will be largely sought to make up the 
deficit. 

The situation as a whole is healthy 
and conditions are more stable than 
they seemed to be a few months since. 
The labor situation coupled with ma- 
terials and other production costs will 
tend to keep prices on about the same 
level as now exists. Conservatism is 


likely to rule perhaps a little more 
strongly than during the past year, but 
when it comes to shaving prices down, it 
means that either materials or labor or 


profits must be less. If there is a dispo- 
sition in this direction, it is for our 
manufacturers and merchants to choose 
which they wish to cut and this usually 
winds up in endless discussion and in 
the last analysis, prices and values are 
invariably regulated by the law of 
supply and demand. 


Upper Leather Situation ° 


The increasing strength reported 
last week continues. There has been a 
good demand since the first of the year 


2) 


her Market 


Review of Leather 
Supplies and Prices 
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for calf leather, and buyers have been 
more frequently in the market. The 


desire is for early shipment. Popular 
colors are in greatest demand, and the 
indications are for a continuance of 
mahogany shades, Havana brown and 
the dark colors prevailing in the past 
season. 

There is little material change in 
prices. Calfskin leather, according to 
tannage and selection, brings from $1.00 
to $1.50 per foot, and there is not much 
contest over prices. The lower grades 
of calfskins are still disposed to drag, 
but there is not as large an accumulation 
as some months ago. There is a good 
call for black skins at from 5 to 10 cents 
a foot under colors. Velvet finish calf 
in the popular shades is increasing in 
popularity, and this leather, which is 
largely used for women’s high-grade 

(Continued on page 137) 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Sole Leather © 


Hemlock sole, heavy, No.1............ 
Hemlock sole, seconds, mid............ 


Oak sole, No. 1 bends..............0. 
Oak sole, No. 1 backs, all weights....... 


ee err rn 
PRIMI IED 6:5:6:5.5, 5 4 4.6.5.0 g100weseoare 
Offal, hemlock heads...............00. 


Offal, hemlock bellies........... 


Offal, hentiosh dheaidens....... eae dd 


ee 


RE ID 6656. 4-008 sa ines ccd caacas 


Chrome, A. S. dry hide, 714 to 10 iron sides 


Chrome, green-hide, 6 to 8 iron sides..... 


1910 1918 1919 
Cents per pound 
25 @26 56 @57 56@ 58 
23 @24 54@55 54@ 56 
45@— 85 @92 1.15@1. 22 
43 @— 80@85 98 @1. 05 
33 @35 84@85 88@ 90 
80@83 90@ 92 
17@18 I6@ — 
23 @25 20@ 22 
38 @40 3@— 
24@25 21@ 22 
27@28 25@ 27 
Cents per foot 
43@50 60@ 65 
—@50 —@ 60 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


Heavy native steers............0cceeee 


ERORVY MOUVG COWG oo.5.0ccccccccccncecce 
WU IIIS 6.6. 615.515: 0 5.015.040 6:0 ba basse Bie 


Chicago City calfskins.............., bas 


i asada n coc ck ddan dddadines 





1910 1918 1919 
Cents per pound 
16% @17 — @28 —@ 41 
154%@15% —@26 —@ 40 
13% @14 —@18% 31@ 33 
18 @19% 30@40 65 @82% 
21 @23 —@34 43@ 46 
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Very Interesting for Retailers 














The following paragraphs contain information of vital importance to the pro- * 
gressive shoe merchant: . 

It is scarcely necessary to detail what is generally known to the trade. 
Especially are retailers aware of the circumstances. Factories are running at 
full capacity. The demand still exceeds the supply. Quantity orders are piled 
high, waiting their turn. This situation has demoralized service to retailers. 
Shipments are delayed for long periods. Orders are not fully executed; the 
quality quite often is not right; and on top of this, prices are higher than ever 
before. 

We speak from experience, for similar problems have confronted us. But 
there is one thing we pride ourselves upon, that of maintaining a high and 
uniform quality. Our line comprises not the bizarre, not the comfortable alone, 
but snappy sellers, that combine style, ease, looks and long life; in fact numbers 
of practical beauly. Every square foot of space we operate is devoted to the pro- 
duction of ladies’ fine footwear, in leather exclusively, and we have a present 
capacity of one thousand (1,000) pair daily. 

It has been conservatively estimated that we possess 
space facilities sufficient for an output of three thousand 
(3,000) pairs per day—more than three times the present ca- 
pacity. We are already at work, preparing to install new 
equipment, etc. Incidentally, our expert designers are now busy 
upon a new line of shoes, and we can promise that those 
who were pleased with our earlier goods will be pleasantly 
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We propose to serve retailers on a new co-operative 
system, and also to establish a unique scale of selling prices 
lower than ever before, that will put the retail shoe man who 
handles our line in a better position than his competitor, 
handling a similar grade. 

Naturally we cannot serve all the thousands of retail shoe men under our 
new plan. We can only admit a limited number under this co-operative plan 
(already tried and found successful). The reader is therefore strongly urged to 
apply for information immediately. 

The entire proposition is interestingly described in a booklet called ‘‘Seven- 
League Boots to Success.” As long as the present small edition lasts, we will 
send you a copy, free upon request. Of course no obligations of any sort are 


incurred by the inquirer. 





GREENFELD & COHEN, INC. 


Owned and Controlled by 


WORLD RUBBER PRODUCTS CO., INC. 


Executive Office Factory 
23-29 Washington Place, New York City 1734 N. 5th St., Philadelphia, Pa. 






































Feb. 7, 1920 


en a 
aT 
en f 


OTD 


JVARUMARNOLADDEAAUDANMREAD 


| 


IN DIXIELAND 


Emil Decker Sells Chipman, Har- 
wood & Co.’s Shoes 

Emil Decker, who travels the South- 
ern States for Chipman, Harwood & 
Co., attended the 1920 Convention of 
the N. S. R. A., from the start to the 
finish in the grand ballroom of the 
Copley Plaza Hotel, ‘where he reported 


Traveling, 
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EMIL DECKER 


that he had enjoyed the Convention 
sessions. He also stated he had had 
a splendid season and that he 
contemplated leaving immediately for 
Dixieland. Mr. Decker feels that 
prices are going to continue to climb, 
and advises his trade to buy early. 


SPLENDID BUSINESS 


Reported by W. C. Gay from Eastern 
Pennsylvania 


A visitor at the ““Recorder’’ office the 
past week was W. C. Gay, who repre- 
sented the Emerson Shoe Company 
during the past season in Eastern Penn- 


sylvania. Mr. Gay reports a splendid 
business from his territory. 


WITH MARION LINE 


E. G. Adams Formerly with a 
Brockton Concern 


E. G. Adams, who was formerly a 
salesman for Charles A. Eaton Com- 
pany, Brockton, Mass., is now a member 
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E. G. ADAMS 


of shoe traveling force of the Marion 
Shoe Company, Marion, Ind. 


AN OPTIMIST 


G. H. Brittain Travels for Harsh & 
Chapline 

G. H. Brittain covers New England 
territory for Harsh & Chapline, Mil- 
waukee, Wis. Mr. Brittain has traveled 
this territory for the past eight years 
and reports a wonderful business during 
the past season with an optimistic 
outlook for the future. 

Mr. Brittain was one of the boosters 
for the Harsh & Chapline line at the 
Boston Convention, where he greeted 


e Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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old and new customers at the booth of 
“Lion Brand”’ shoes. and “Bear the 
Wear’”’ shoes. 

A BIG TERRITORY 


For John M. French of E. T. Gilbert 
Manufacturing Company 


When it comes to covering territory 
the palm and all the laurels go to John 
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JOHN M. FRENCH 


M. French of the selling force of the 
E. T. Gilbert Manufacturing Company. 
This season Mr. French covers New 
York State, Eastern Pennsylvania, 
Eastern Maryland, Connecticut, Rhode 
Island and Massachusetts. Practically 
every pair of pumps sold in the states 
mentioned will be held on by the 
“‘Gilco”’ retailers, if the enthusiasm of 
Mr. French is any sign. 


A NEW LINE 
Mathew M. Dallas Will Sell Pilling 
Shoes 
Mathew M. Dallas of Philadelphia, 
who for 21 years has been selling 
(Continued on page 137) 
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Pointers For Every Retail Shoeman 








If you profit by these sensible suggestions 
you'll sell more “‘Whittemore’s’” shoe polish 
during 1920 than ever before. Whatever 
the price of ‘“Whittemore’s” the quality is 
maintained at high standard. 


Whittemore Bros. Corp. 


Polish manufacturers to the trade for more than 50 years 


Boston, Mass. 
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IN STOCK 


“CRAWFORD” OR UNBRANDED 


This cut represents the following numbers: 


cee 


B 


No. B-515—Cherry Calf, English Bal, Half Rubber 
Heel, Carlton Last $ 


No. B-543—Same without rubber heel but with Craw- 
ford Arch Support, Etonic “Snug Up” Shank Feature, 
Carlton Last $10.25 


MT 


nl 


The “Carlton” Last is known the country over for its perfect fitting qualities. | Note the 
pretty lines of the shoe. Make up is high grade every way. Get your order in today. 
Order now. Crawford or Unbranded. 


CHARLES A. EATON COMPANY 


“THE STERLING SHOEMAKERS OF NEW ENGLAND” 


BROCKTON, MASS. 


BOSTON: 183 Essex St. NEW YORK: 127 Duane St 
ATLANTA: 238 Peachtree Arcade DETROIT; 461 Book Bldg. 
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Women’s 


Novelty Shoes 


WHEN you are ordering 

your rubber heeled shoes, 
why not take an extra precau- 
tion for which your customers 
will thank you —specify 


cATS PAW 


CUSHION 
RUBBER HEELS 


Men’s 


Fine Shoes 


ALWAYS IN STOCK 


Samples will be 
gladly sent upon 
requesl 


A. PALAN SHOE CO. 


Mo. 
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Saint Louis - - 


We have taught the world that 
CAT’S PAW HEELS do 
not slip, and are, moreover, 
made to give the best all around 
service. 
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Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia, 
and Africa? 


Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to the 
first applicant, irrespective of prior use by 
another. This allows the piracy of valuable 
trade-marks in such countries. 


The Boot and Shoe Recorder maintains a 
Patent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all Foreign 
Countries, as well as in the United States. 


ay 
« 
¢ 
Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 207 South 


Foster Rubber Co., Boston, Mass. .. Boston, Man. 


105 FEDERAL STREET 
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Boylan’s Elk Combination Last 
No. 808 
Black Glazed Kid Blucher 


Also 


No. 1110 - - - - - - $9.00 
Dark Mahogany, Genuine Calf Blucher 


No. 1200 - - - - - - 9.50 
Glazed Kangaroo Blucher 


100 per cent Leather. 
That’s why they are 
““good.”’ 


J. RALPH BAKER COMPANY 


BRIDGEWATER, MASS, U. S. A. 


BUSH TERMINAL, NEW YORK 
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LACES—-CHANDLER’S—LACES 


“Popular Priced” for Immediate Delivery 


Ree. 





PR ARETE 





Round Laces Ribbon Laces Tubular Laces 


For Oxfords or Boots Made of All Silk Faced or Mercerized For Oxfords or Boots 


Made of Best lity M ized All _widths—Tipped or Untipped High Grade Mercerized Yarn 
pisPeriin bom —— ll lengths Lengths frorn 24 to 81 inch 


From 24 to 81 inch in the season’s Colors: Black, White, Browns, Grays Black, White, Browns, Grays 
wanted colors (Sold by the 10 or 50-yd. roll un- Ask for our Pattern 440 


Ask for Our Leader Pattern 225 tipped if desired) « 


“Foresight in Buying”—That is why we can deliver these laces to you at prices 
which enable you to give your customers the benefit of ‘Good Merchandise at 


the Right Price” 


Get Your Orders in Early Before This Stock is Exhausted 








30Franklinst. C, A, BROWNING CO,, Boston, Mass. 

















OT to have more room! Need 

a big display room, where we 

can show our big, complete 

line. Need a bigger office—a good 
sized shipping and assembling room. 





So, about the time your calendar 
shows that February 15th has ar- 
rived, we'll be taking the pictures 
from the wall and putting rope 
around the desk drawers, and down- 
stairs there will be a string of trucks 
loaded with our stuff, that’s going 
to be moved into a big, sunny, 
centrally located building, where we 
will have plenty of room for the 
business we have—and the lot more 
we are going to have. 


After February 15th we will be at 
Willi R l d J I home on ~ second floor, 7 _ 
minster Street, corner of Snow 

liam ey no S, r., nc. Street. Call, write or phone that 
address when you think of shoe 


?P rovidence, Rhode Island ornaments, shoes laces—and little 
wonder of wonders—BUCK-EL-ON! 
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STOCK NO. 951 
*RAMROD LAST” 
PRICE $10.00 





























VIGNETTE RUSSIA CALF BAL, 
SINGLE SOLE, O’SULLIVAN 
HEEL. B,6TO1l. C,D, 5 TO 10. 





~T. D, BARRY COMPANY 


BROCKTON, MASS., U.S. A. 


CHICAGO OFFICE 
ADDRESS ALL COMMUNICATIONS TO BROCKTON, MASS. wf yn 


ROOMS 201, 202, 203 


LONDON OFFICE 
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ESMAY 
HIGHEST QUALITY 


SPATS 


Made 
Anywhere in the World 








ESMAY 








THE PREVAILING STYLES AND COLORS 
SIZES 12 TO8 


BUY THEM NOW 


IN STOCK FOR IMMEDIATE DELIVERY 





Write or Telegraph Your Orders 


A QUICK AND PROFITABLE TURNOVER FOR 
SPRING AND EASTER BUSINESS 


AMERICAN GAITER CO,, Inc. 


Making the World’s Best Fitting and Highest Grade Spats 


Factory: 
129-133 Grand Avenue ; ent. mi on 
Brooklyn, N. Y. 8 
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MODEL NO. 166 


Just the Shoe Needed to Round 


Out the Winter's Business 
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7 You can pull the volume of winter's business up i= 
| higher by putting this shoe in stock now. It’s a very IE 
s = 


handsome shoe. Every sign of good workmanship 1s 
clearly discernible. The selling vim and enthusiasm 
1 — back of this shoe, as revealed by orders in our stock 
department, proves it a taking style. 
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| Cocoa Brown Bal, Torpedo Last, 
AA-D, 5 to 11. Price eee $8.25 
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E. T. WRIGHT & CO., Inc. 
ROCKLAND, MASS. 


BOSTON NEW YORK PHILADELPHIA DETROIT SAN FRANCISCO 
183 Essex Street Marbridge Building 1215 Market Street Washington Arcade Pacific Building ———————— 
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“Hello! is this Dudley? 


66 thew Dudley that advertises bows 
and buckles in the ‘ Recorder’? 


‘‘Are you prepared to make immediate 
deliveries p— 


“Right away »—Good! 
“Send me samples and prices today. 
‘Thank you!” 


D. T. Dudley & Co. 


Haverhill, Mass. 
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THE LEATHER MARKET 
(Concluded from page 125) 
boots, oxfords and pumps, is likely to 
have an extensive run for some time to 
come. 


Popularity of Kid Continues 


Glazed kid tanners are very busy on 
both colors and blacks. No concessions 
are prevailing on top grades. Colors in 
the hest grades are quoted up as high as 
$1.65 per foot. From this the range is 
downwards, according to quality and 
selection, and there are no standard 
quotations which can fit the many 
tannages and selections of glazed kid. 
As a whole, however, there is virtually 
no change from the past season. The 
raw stock is costing a little more and 
the Oriental export duties, together 
with competition in buying, serve to 
keep the market on a high plane. Asa 
shoe leather, glazed kid has never occu- 
pied such a popular position. Its com- 
fort, qualities and excellent appearance 
seem to be the surest warrant of its 
continuance in its present position. 
The only cause for apprehension in the 
matter of glazed kid is ability to get 
sufficient skins of the right quality to 
keep our tanneries up to their present 
standard of activity. 


Side Leathers in Good Demand 

There is no let-up in the demand for 
the best grades of side leather. For 
the medium-fine shoes and shoes for 
the masses, side leather is an essential. 
Colors seem to be the most popular and 
there is a very wide range of prices, 
depending entirely upon the class of 
shoe manufactured. Excellent colored 
side leather can be obtained all the way 
from 75 cents to $1.00 per foot. Colored 
buck leathers are selling well from 85 
cents to $1.25 per foot. 

There is a good call for patent leath- 
ers, especially for foreign trade. Patent 
side leathers have always been a good 
export commodity. Prices range from 
90 cents to $1.25 per foot, and receipts 
from tanneries are taken about as fast 
as produced. 

There is a good call for sheep leathers, 
and the, best grades and finishes are 
selling freely. Manufacturers are pay- 
ing more attention to the quality of 
sheep leather lining, and some of the 
best grades are being used for vamp 
stock for the cheaper shoes in women’s 
and children’s. 


Sole Leather Firm 


Excepting for the firmness mentioned 
above and more active buying, there is 
nothing of special moment new in the 
sole leather market. Prices are not 
materially higher on dry hide hemlock 


grades than a year ago. The advances 
are mostly on the best selections of oak 
bends and union. Union sole is in good 
demand and sole cutters are busier than 
some weeks ago. There is a moderate 
demand for offal of all kinds, but little 
change in prices. A tendency still con- 
tinues to repair more shoes and sole 
leather movement in this direction has 
been much heavier in the past year, or 
during the new era of high-priced foot- 
wear. 


TRAVELING SALESMEN 
(Concluded from page 127) 
Kreider shoes to the trade in the 
Philadelphia section, has formed a 
connection with the John Pilling Shoe 
Company of Lowell, Mass., which he 
will represent in Eastern Pennsylvania. 


NEW YORK OFFICE 


Of T. R. Emerson Managed by H. C. 
Lapham 


H. C. Lapham, prominently associ- 
ated during the past few years with 
E. J. Bliss of the Regal Shoe Company, 
has been placed in charge of the New 
York office of T. R. Emerson Shoe Com- 
pany of New York and has also charge 
of the New York salesmen. 
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H. C. LAPHAM 


Lapham’s past connections have been 
associated in the development of Mr. 
Bliss’ new foot-fitting appliance, where 
his services and efforts have been 
invaluable. 

His demonstrations in France and 
throughout the many cantonments of 
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Uncle Sam’s forces in this country have 
attracted considerable attention. It 
was at his booth at the recent boot and 
shoe convention that bis clever work 
in demonstrating the new machine at- 
tracted the attention of an Emerson 
official. 

Through his past experience, his 
ability should be well adapted to the 
manufacturing game, and a progressive 
future should be in store for him. 

He takes with him to New York the 
best wishes of his many friends. _ 


ADDED TERRITORY 


B. Frank Waller Covers Eastern 
Ohio for Arrowsmith 


B. Frank Waller, who for a long time 
has been calling on the Arrowsmith 





B. FRANK', WALLER 


Manufacturing Company, Inc., trade 
in New York State, outside of New 
York City, has added to his territory 
the Eastern half of the State of Ohio. 
Mr. Waller is one of the oldest of the 
Arrowsmith men and among his ac- 
complishments he carries with him one 
hump foot and one flat foot—a great 
asset in the selling of the specialties of 
his firm. 


IN SOUTH CAROLINA 


Duke Travels for A. B. Christopher 
Company 

Robert D. Duke, a recently dis- 
charged officer of the A. E. F., has been 
employed by the A. B. Christopher 
Company of. Atlanta, Ga., wholesale 
Shoes, to travel South Carolina. The 
Christopher Company covers five states 
with five salesmen. 


WITH BARRY LINE 


Frank Howard to Travel Ohio and 
Indiana 

Frank Howard, for the past seven 
years traveling for Thomas G. Plant 
Company, has been engaged by T. D. 
Barry Company, and will travel for that 
concern the coming season in Ohio and“ 
Indiana. 
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Tue SCREW MOLE 
WITH A HAMMER ‘| will go, but think of the places 


Inerease Your Sales “x Clarke Foot Measurer 


It eliminates all haphazard shoe fitting—measures the customer’s foot accurately at the first glance—and is 
the secret of a more efficient sales force and better satisfied customers. 

When you measure a customer's foot with the CLARKE FOOT MEASURER you not only eliminate guess 
work by securing the correct length and width of the foot, but you create their confidence in you as a retailer 
who insists on fitting his customer's foot to the correct size shoe. 


The CLARKE FOOT MEASURER is standardized to show the shoe size two sizes in excess of the length of 
the foot besides the actual width. 


Women’s 


Men’s 
Models Models 
AAAA 


AA 
to 


to 
EE E 


‘Length and Width at a Glance” 


You cannot be an up-to-date Retail Merchant without The CLARKE FOOT MEASURER in your equipment. 
Models for Men and Women. Price $20.00 each, net 30 days, 5% 10 days. Special discount rates quoted for 


quantity orders. 
Made by 


CLARKE-EMERSON MFG. COMPANY 


Factory at Sales Office: Room 510 
WORCESTER, MASS. 113 LINCOLN ST., BOSTON, MASS. 





THE “ESSEX” 
HOTEL 


to use Stine Screw Holes! = %)/_— Appeals to the most discriminating. 


And there is no end of 
laces where you need them ; Those who know what constitutes 


hey readily go into any ma 3 good service find satisfaction here. 





Just look how easy it is 


terial where an ordinary screw 
Shoe men everywhere ook upon 


IN ANY MATERIAL : x ’ 
} | you com use Gem wares i %%)| the “Essex” as headquarters for 


would be impossible to drive 
a screw. )} members of the trade. 


Stine Screw Holes can be #| A safe guide to the worthiness of a 

m e ne : a 

eee gy er #| hotel to regular patronage is the 
—. — “4 eg quality of its cuisine; asthe same 
without plugs. ey no f “nD, 29 

with an everlasting grip—can : faces are seen at the Essex 

not pull out and will not wear season after season there must be 

out. Made in all standard 

screw sizes. Will hold parts ; a reason. 

permanenily against vibration $ 

and other severe strains. Suc- ‘ eich 

— ested 2 the Bureau ; 

of Standards. Used in various + Th E H l C 
departments of the U. S. 0 e sseX ote Oo. 
Government. ree McCARTHY BROS., Proprietors 


Write for suggestions and sam- r+ ATLANTIC AVE., ESSEX AND EAST STS. 


ples. DEALERS! Get our 
proposition! Boston, Mass. 





The Stine Screw Holes Co. * | 400 Rooms—300 Baths—$1.50 a Day and Up 








125 Main St., Waterbury, Conn. 














